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— bewege 2 -Six' Piece Chest , Old Color Pattern = 
sts of 1847 ROGERS BROS. “Silver plate Dist wears arc offered in practical sporti. 
Combinations can be had in any of our patterns, priced according, to the number of pieces. | 
As an impressive gift to fit any occasion, it would be difficult to make a happier selection. 

Sold with. an unqualified guarantee made possible by the actual test of over 65 years. 
ee Pe ee At leading dealers. Send for catalog- : 
a2 gp ee INTERNATIONAL SILVER CO, MERIDEN, CONN. 


— ~ Suceessor to Merider- Britannia Co 
I eal 2 NEw ORK. SAN FRANCISCO CHICAGO HAMILTON, CANADA 


Silver and Plate 
































Every advertisement of 1847 ROGERS BROS. states that this ware is sold by leading dealers. Do your townspeople know that 
you handle it? Write for circular 1245-H describing the advertising and display helps we supply free of charge. 
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No More Hunting 


for the parts that go with the hangers you sell. No more 
wasting of time and patience that could be profitably applied 
to other sales. 


National Storm Proof Hangers are packed in individual 
boxes that contain: 


1 pair of hangers 
2 end-caps for rail 
Enough bolts to attach hanger to door 

2 lag-screws, 314. x 5/16 inches, to attach 

end caps in rail 
10 lag-screws, 2!/g x *%% inches, to attach rail 

to building 

1 card of directions 


And the boxes are neatly labeled for quickness in han- 
dling. Write for details and our direct-to-the-dealer plan. 


National Mfg. Co. 
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LUDLOW & SQUIER, “EXPERTS IN 
HARDWARE,” OPEN THEIR 
NEW STORE TO-DAY 





—-- 


INCE Ludlow & Squier 
S went into business in 
1908 they have sold 
hardware under a handicap, 
because their rapidly expand- 
ing business urgently de- 
manded that the profits go 
back into stock rather than 
into the numerous modern fix- 
tures which were recognized 
as business builders. 

Outside of their show win- 
dows not a dollar had been 
spent for new fixtures up to 
July 1, 1914. Mat Ludlow 
says it has been mend, mend, 
mend, and Henry Squier when 
interviewed on the same sub- 
ject said patch, patch, patch. 

Last spring business opened 
with a rush. The little force 
of eleven employes in 1908 
had grown to fifty-four, but 
the ground floor space had re- 
mained the same. If ever a 
store worked every square 
inch of space this one did, and 
in the economy of space ap- 








| fairly loaded with display and 
selling ideas they came home 
ready to talk business with 
the fixture men. 

J. D. Warren & Co., of Chi- 
cago, were awarded the con- 
tract. It took threesolid weeks’ 
work to plan places for each 
of the 16,393 items carried in 
stock. It was no small task to 
departmentize the tools, build- 
ers’ hardware and factory 
supplies. This accomplished, 
the next task was to get all 
tools for machinists together, 
to get all tools for plumbers in 
one place; automobile accesso- 
ries, cutlery, transmission 
supplies, etc., etc., had to be 
brought together. In some 
lines goods were found that 
were admirably adapted to 
wall case displays. In the 
same line of goods were items 
too heavy or bulky for display 
in any way excepting show 
cases on sales tables. This 
meant fine juggling in ar- 








rangement, that goods of like 





pearance necessarily suffered. 
Last June Ludlow, Squier and 


Wilcox got their heads to- Squier’s 
gether and agreed that the 
business needed a new suit of clothes. They de- 


cided that high school days in hardware were over 
for them and that they would equip their store to 
look the important part it was playing in Newark 
business affairs. 


The General Plans 


The first move was to rent more ground space. 
The old store fronted Market street. It was 75 feet 
from the corner. On Washington street about the 
same distance down the block was a building that 
backed against the one they occupied. The methods 
and red tape necessary to secure this and to unite 
the stores into a big L-shaped room is a real estate 
story in itself. When it was accomplished the presi- 
dent, secretary and treasurer of Newark’s big hard- 
ware firm held council again. They decided that 
the subject of fixtures was not so much a matter 
of fuss and feathers as it was one of horse sense 
and hard work. They decided on a trip of inspec- 
tion to stores in various cities and with note books 


The Market street front of Ludlow &@ 
new store 
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character might be together, 
yet shown in such ways that 
the general appearance of the 
store should not suffer. When this work was com- 
pleted its object had been attained. Every item 
of the immense stock was sampled and displayed 
on the first floor. 

The floor plan of the new store which is here- 
with reproduced shows how the space has been 
utilized. The aisles are wide and the absence of 
counters in the greater part of the store gives it 
a roomy, comfortable appearance. 


The Floor Plan 


Entering from Market street the first impression 
is that the store is wonderfully deep and splendidly 
lighted. In the distance are signs showing the loca- 
tion of the elevator and the factory supply depart- 
ment. These with a store directory are the only 
conspicuous signs. 

On either side of the entrance is a 16-foot show 
case and at the end of these cases are two neat 
little wrapping counters. Just beyond this is a big 
horseshoe-shaped show case and back of that in 
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the center of the store are five display tables and 
the cashier’s booth. The walls are covered with 
cases made for the goods they so splendidly display. 

To fully appreciate these fixtures each must be 
analyzed separately. 


The Cutlery Department 


At the right of the entrance is the cutlery case, 
which is 16 feet long, 3 feet 6 inches high and 22% 
inches deep. The base board of this case is 12 
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ber, as well as the number of the drawer in which 
the stock is carried below the ledge, which quickly 
couples a sale to the delivery of the goods. 

Ludlow & Squier have built their cutlery busi- 
ness slowly but it is splendidly founded. They 
carry a largely diversified line, but their best efforts 
and their recommendation has always been for qual- 
ity goods. This has resulted in the confidence of 
the public and every expansion of cutlery sales has 
been firmly built. “We expect,” said George W. 















































































































































































































inches high, giving 2 feet and 6 inches clear space Finnigan, who is 
behind the glass. There are two wooden shelves, in charge of this Market St ; 
one 12 inches and the other 8 inches wide. The department, to \ y 
bottom of the case as well as the shelves are cov- double our cutlery Z er. \ | 
ered with deep green felt, which is an admirable business. We have | N 
color on which to display the cutlery, barbers’ sup- Hever had the op- ae i \ ! 
plies, drawing instruments and silver plated flat- portunity to give N — SN 2 
ware shown. This case is finished in a plain oak the goods achance \\ § : N 
which is the modest, durable material from which 0 help sell them- N 3 N 
all the fixtures in this store are made. The glass ‘elves, but with N- 3 &e°@ 
is French plate, clear as a crystal. At the upper this permanent dis- N een N 
inside front corner of the case is a three-quarter Play” —the sweep \\ [s iI a XN) 
round nickel-plated tube which contains the power- Of his arm andthe 4 3/55 iS N 
ful electric lights by which the case is lighted. The flash in his eye ij |éja2 TEN : 
time is rapidly coming when all show cases in portended an ac- \ : ge N 
progressive hardware stores are going to be lighted complishment of ¢ N 
by electricity and the appearance of this case when his ambition—“we Nef \ : 
the lights are turned on sweeps away all opposition 4re going to have mf LL NS 
to the expenditure. It affects a customer like the Cutlery on display \ d N ! 
turning on of the footlights in a modern theater. i” some place in N : x N 
The fortunate hardware in this case finds itself in one of our windows Ny 8 SN | 
the spotlight when the switch is turned on, and like constantly.” N = HN | 
good actors each item seems to play for an encore. 4. Tool Sueart: Vie § N : 
Sales on show case goods have jumped like wild- caolaah Ni 8 N 
fire as a result, and Ludlow & Squier feel that they Ni was N 
acted wisely when they equipped all their show The tool show \ 8 C t+ —{\) 
cases with similar lighting apparatus. case is directly op- S mu fe N 
Separated by a 244-foot aisle from this case is_ posite the cutlery SY |: Display S N 
the shelving and the cutlery wall cases which so_ cases. This case is N S anf N 
admirably support the selling campaign opened in the same size, and N : Disok SHN 
the floor cases. is lighted in the Noo abje iS \ : 
These cases are 15 feet 9 inches long, 4 feet 2 sameeffectiveman- \N 3 Fe N : 
inches high, and 16 inches deep. The cutlery and ner. The first un- VY 8 . N 8 
related goods sampled here are shown on velour’ usual thing about \ a TN : 
covered boards through each of which are two brass’ these cases that N Pisplay ly N : 
bound holes. Heavy headed brass screws are placed strikes a visiting 5 18 N 
to hang these sample boards on, and when in place hardware man is . TN | 
they give a solid background of samples which is that they are filled shi \ ! 
most pleasing. With a customer at the cutlery with chucks, breast 2 a N ! 
counter a salesman can take down the sample board drills, hand drills, \ = S$ N : 
on which are goods suited to the needs of the pur- cement tools, bits i & xjes N : 
chaser. This instantly separates that particular lot in sets and such \ ‘ 8 er FTN : 
of cutlery from the rest, and while a razor sale is tools as cannot be \ 3 eS LN: 
being made a sample board of scissors or pocket well shown in wall \ ST BN: 
knives is not clamoring for a division of attention. cases. The heaviest \ (x) & N . 
Across the bottom of each sample board is a slightly goods are of course \ | oy BN 3 
raised black strip of material about an inch in shown on the bot- \ gS ‘ N 3 
width on which price stickers are pasted. Every tom with medium- \N &S§ NY 
item is marked in plain figures and the stock num- sized goods on the \ F | Bes x N : 
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The floor plan of Ludlow & Squier’s new store 
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From left to right: Mathias Ludlow, Henry Squier and 
Charles R. Wilcox, the stockowners of Ludlow & Squier. 
Mr. Ludlow’s specialty is builders’ hardware, Mr. 
Squier’s, organization, and Mr. Wilcox is a factory sup- 
' ply expert 

center and small tools on the top shelves. Behind 
this the wall cases rise to re-inforce the tool 
argument. 

Notice the arrangement of the glass display 
doors. These doors are common in many newly 
equipped stores, but are often so short that the 
large space of open shelves above, gives the fix- 
tures a “squat,” cramped appearance. Ludlow & 
Squier were determined to overcome this. They 
also had ideas regarding display doors swinging 
open against goods piled on the ledges. Both these 
disagreeable features were overcome by placing 
a row of drop display doors between the ledge and 
the upright doors. These drop doors are a foot in 
hight, and with the 4-foot upright doors give the 
walls an appearance of being thoroughly furnished. 

Each door display is covered with a glass front, 
and the display boards can be easily removed from 
behind to trim. “The showing of complete lines 
of samples,” said Robert Martin, who is in charge 
of the tool department, “has already built all kinds 
of new business. The most surprising thing about 
it all to me is that old customers are buying tools 
we never thought they were interested in. They 
say they didn’t know we kept them, so these new 
fixtures are making us better acquainted with our 
trade.” 

Such tools as hatchets, hammers, squares, -draw 
shaves, planes, levels, saws and braces are shown 
on shelves behind sliding glass doors. 

The tools are all shown on a green felt back- 
ground, and a white price button gives the price 
in plain figures, the stock number and the serial 
place number of the stock. This store has the 
largest tool trade of any hardware store in New 
Jersey. Carpenters and mechanics make it head- 
quarters. 


Miscellaneous Hardware 


Sixty-five feet of wall space from the cutlery de- 
partment to the elevators is given over to builders’ 
and miscellaneous hardware. In this section scores 
of common items are handled. They range from 
casters to faucets and from snaps to gongs. The 
ledges the entire length of the store are 32 inches 
high, 30 inches deep, and the main shelving is 20 
inches deep on the tool side and 16 inches deep on 
the miscellaneous hardware side of the store. 

George Egler, who puts the punch in this section 


BB 





From left to right: Archer Ludlow, floorwalker, is a 
uick judge of human nature; Arthur H. Squier, a 
uyer who trained seven years for his job; LeRoy M. 

Ludlow, builders’ hardware buyer 


of the store, says that “miscellaneous hardware has 
always been so common that it was treated like an 
old pair of shoes. These new shelves remind me of 
a shoe-horn, and it’s just no job at all to keep a 
hundred and one things in shape now. Like every- 
thing else in the store these goods move faster when 
they are out where folks can see and feel them.” 


Automobile Accessories 


The horseshoe case which greets us near the 
entrance is used to display automobile accessories. 
This case is lighted and shelved like the cases 
previously described. Its contents are peculiar, 
inasmuch as this firm sells only such accessories as 
are commonly used by garages. They solicit busi- 
ness from all the Newark garages every week, and 
most of their sales in these goods are made at 
special prices to these firms. Last year they sold 
$25,000 worth of accessories, and with display op- 
portunities they naturally anticipate a large increase 
in their consumer trade. 


Wrapping Counters 


Just in front of the accessory case are two small 
wrapping counters. These are 5 feet long, 32 
inches high and 20 inches wide. One roll of wrap- 
ping paper is attached to each counter, and on the 
top of the paper rack is an ingenious little kink in 
twine holders. An ordinary cast-iron washer has 
been placed on the cross-piece, and through this the 
twine holder is screwed solidly in place. The heavy 
washer stiffens and braces the holder. A ball of 
white cotton twine and a ball of 18 B. C. is on each 
rack. Sliding doors at the backs of these counters 
open and reveal special boxes for special goods. 
Just now they contain a good assortment of holly 
boxes, and of fine coated pure white boxes in which 
gift hardware is packed. 

More practical gifts would be sold if more sea- 
sonable packages or boxes were used in hardware 
stores. Ludlow & Squier buy quantities of these 
special boxes at Christmas time. A chisel doesn’t 
look so much like a chisel when it is packed in a 
holly covered box of the size that just seems to fit 
it. A set of bits look less like workmen’s tools, and 
more like the product of Santa Claus when it gets 
similar treatment. “Special boxes in assorted sizes 
will save practical shoppers many steps for you may 
depend on it,” said Mr. Squier, “that if a woman 
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gives a man an automatic: screw-driver for Christ- 
mas, that tool won’t go to him from the store in a 
piece of brown wrapping paper.” 

Directly back of the accessory show case is a 
larger wrapping counter carrying two rolls of paper 
and a duplicating sales-book on which charges are 
written. Then come four well arranged salestables 
which are 3 feet wide and 6 feet long. Down the 
center of each is a 12-inch shelf, which stands 15 
inches above the table top. A full width shelf half- 
way from the floor to the table top makes splendid 
stock storage room for the goods sampled above. 
Skates, miter-boxes, tool-chests, oilers, blow-torches, 
vises, pipe-cutters, saw-vises and similar goods are 
well shown on these tables. 
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Newspaper advertisements during the reconstruction days kept pace with the improvements 


Then comes the cashier. She is worth a chapter 
to herself, and will get it later in this story. 

Here the store narrows to 14 feet between the 
ledges to accommodate the elevators. This space is 
82 feet long, and a row of work benches covered 
with tool-chests unite with a wrapping counter to 
separate the aisles. This wrapping table is fitted 
with drawers which are partitioned to accommodate 
bathroom accessories, which are nicely sampled in a 
wall case just 40 inches away across the aisle. A 
huge sample board on the walls of this passage-way 
is used for sampling hinges, barn door track and 
hangers, and other heavy hardware of a similar 
nature. In another wall space by the elevator is a 
sample board of clamps and lathe dogs. 

This completes the arrangement of that section of 
Ludlow & Squier’s store which opens on Market 
street. 


From the Washington Street Entrance 


The section of Ludlow & Squier’s store opening 
on Washington street is given over to mill supplies. 
This room is equipped with counters which are used 
largely for displaying goods. The stock shown here 
is probably most benefited by the improvements, for 
much of it had been carried in the basements and 
had never reaped the advantages of main floor pub- 


licity. In the wall shelving large stocks of steam 
goods range from pipe fittings to packing. 

Just at the entrance an exceptionally good axe 
rack commands attention. The axe trade in this 
store is largely with contractors and sales in consid- 
erable quantities are not unusual. : 

Platform scales, trucks, contractors’ barrows, 
grind stones, paper balers, water tanks, blocks and 
tackle, emery wheels, post drills, bolts, nuts, wash- 
ers, etc., are displayed in this room. One section of 
the wall is covered with steel goods and kindred 
supplies. 

There are several very useful and interesting fix- 
tures here. A rack for the accommodation of cop- 
pered Bessemer steel rod is near the door and is 
particularly useful. This rod comes in sizes from 
.065 to .750-inch in diameter. The rods are 6 feet 
in length, and with the upright rack partitioned 
into 24 compartments, the stock is easily and neatly 
cared for. These rods are sold largely for making 
special screws; machine shops and garages use 
quantities of them. 

A table arranged for the display of scales and 
balances in this department is also interesting. The 
use of 34-inch galvanized iron pipe in a frame on 
the top of this table for showing butchers’ spring 
scales and balances is another simple selling kink 
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Ludlow & Squier’s new store from the Washington street entrance 


that has already proved itself a big sale maker. 

Near the point where the Washington street sec- 
tion of the store joins the Market street section is 
a sales table used for displaying transmission mate- 
rial. On this table is shown iron, wood and steel 
pulleys, belting, shafting hangers, couplings, col- 
lars, babbitt and belt lacing machines. On the ad- 
joining table, grinders, drills, jack screws and vari- 
ous kinds of jacks are shown. 

The packing counter is a most sensible fixture; 


the back of this counter is separated by a partition - 


from the front. A slot arrangement permits rolls 
of sheet packing to be hung in place where they can 
be easily unrolled. There is place for eight such 
rolls. The front of this counter is made with 
sliding doors which open on the stock of various 
kinds of packing. This method of taking care of a 
stock which is more or less apt to look badly on 
shelves may well be copied in many stores. 

One counter in this department is 39 inches high. 
From the front this hight means nothing, but be- 
hind the scenes it is full of interest and wire. It is 
partitioned to hold 33 large rolls and 26 small rolls 


of coil wire. A large stock of soft copper, brass 
spring, galvanized market, bright market and an- 
nealed iron wire in both stones and coils is carried 
in stock. 

Nails are also carried in this room. Cartons hold- 
ing 1-pound and 5-pound lots are ready for instant 
delivery to customers. One of the clerks makes it 
his business in his spare moments to keep the nail 
cartons filled. 

Boat hardware, which is a good selling line in 
Newark, is also displayed in this section of the 
store. Anchors, bells, steering wheels, life preserv- 
ers, signal lights, oars, oar locks and marine engine 
equipment are prominently displayed. 

One of the most striking features of this depart- 
ment is the way the salesmen are posted on the de- 
tails of their goods. They can tell the number of 
cubic feet of dirt a contractor’s barrow holds; they 
know the weight of a square foot or a square yard 
of sheet rubber packing; they are posted on the 
pressure various kinds and sizes of steam hose will 
stand; they can tell what size pulleys to use to 
bring about certain speed results in a factory. As 
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Ludlow & Squier’s new store from the Market street entrance 





A horse-shoe case that has brought 


this is being written an old gentleman is looking 
around the store. He has stopped in front of the 
counter where I am writing, and has remarked, 
“This.is what I call a real hardware store. I was 
told not to go home until I had seen it, but this 
beats anything I ever saw.” He enthused until a 
live clerk happened along and then discovered that 
he had talked himself up to a point where he just 
must buy, and his purchase was a new hammer. 

Ludlow & Squier carry about three car-loads of 
transmission supplies in stock all the time. At their 
pipe yards, at 115-117 Central avenue, they always 
have about 5 car-loads of pipe. They sell wrought 
iron pipe only. They believe that the life of steel 
pipe makes it a poor investment for most people 
and refuse to sell it. 
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good luck to automobile accessories 


Mill Supplies 

In the mill supply department are three sales- 
men who call on factories, breweries, garages and 
large institutions. Business in this line has been 
built up by handling only the highest grade mate- 
rials. This has a double effect. It has built a sub- 
stantial trade for it is true that those who insist 
on using the best usually meet their bills promptly. 
Many of the leading factories of Newark and vicin- 
ity actually look to this firm to study their needs. 
They are business doctors who well deserve their 
title, “Experts in Hardware.” 

Charles R. Wilcox, secretary of the firm, has 
charge of all outside salesmen in the mill supply 
department. Mr. Wilcox has worked in the Newark 
territory for over twenty years in the mill supply 


The builders’ hardware supply room 
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The paint department and Henry Squier’s desk. Attention is called to the wrench rack in the foreground 


line, and is exceptionally well posted not only on the 
details on merchandise, but on the specific needs of 
most of the manufacturers. His friends in the man- 
ufacturing district are legion. He says big busi- 
ness hinges more on service and quality than it 
does on price and the great mill supply business he 
has developed emphatically supports his contention. 


The Paint Department 


In the corner of the “L” where the two sections of 
the store join is the paint department. These goods 
occupy about 12 feet of one wall and 8 feet of the 
other. The shelving is built to fit the cans and the 
appearance is good. It costs money to gain 
experience in the paint line. This firm tried to 


handle three or four lines of paint and varnish but 
they have decided that it is better to carry all their 
eggs in one basket and now confine their purchases 
to one manufacturer. All can goods are kept in this 
department. Metal polishes, stove polish, liquid 
glue, putty, can and bottled oils and similar goods 
are grouped here. A complete line of paint, varnish 
and whitewash brushes are sampled on the display 
doors: Steel wire brushes are also carried in stock, 
and sold in large quantities. These brushes sell well 
in a manufacturing town and the importance of 
Newark in this respect may be judged from the fact 
that 90 of the lines handled by Ludlow & Squier 
are made in Newark. 

Below the paint ledge are very deep bins for the 


The builders’ hardware sample room 
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The axe rack is a substantial fixture and was “made to 
fit the stock” 
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A neat rack for coppered Bessemer steel rods 


accommodation of such goods as handles, black- 


smiths’ tongs, ladles, dowels, force cups, bolt clip- — 


pers, drill rods, etc. 


Hardware Age 


A Well Informed Merchant 


In this corner Mr. Squier has his desk from 
which there is a clear view of the entire store. 
This concern believes that a member of the firm 
should be on the sales floor at all times. Innum- 
erable questions must be answered and any number 
of things must be settled by one in authority. 

It is doubtful if there is a hardware merchant in 
America who has more information regarding his 
stock at his fingers’ ends than has Henry Squier. 
He is forty-five years old, and has spent all his 
business years in hardware. Blessed with an ana- 
lytical mind, he is not satisfied with surface know]l- 
edge on any item sold in the store. Not only does 
he analyze the merits of manufacture and the fine 
selling points of his hardware, but his interest goes 
strongly into the arrangement and care of the stock. 
There is a place for every line of goods. Merchan- 
dise is not simply unpacked and shot into open 
spaces in the shelving in this store. The buying is 
carefully gauged, and great surplus stock seldom 
embarrasses the stock men. Previous to the in- 
stallation of the new fixtures all buyers purchased 
with ultra conservatism. 


Buying Many Lines 


The object was to have as few goods to move as 
possible in the days when things were torn up. For- 
tunately this labor saving retrenchment resulted in 
much good for the business depression of the sum- 
mer and fall months found Ludlow & Squier sailing 
close to the wind, yet ready to take prompt advan- 
tage of any unusually attractive prices. Now that 
the new fixtures are installed they are strengthen- 
ing many lines. It is their object to increase busi- 
ness largely by building up their present lines 
rather than to branch out into too many side lines. 

Stock is taken every month. This is handled 
under the direction of the buyers, and has much 
to do with the action they get on their capital. 
Ludlow & Squier turn their stock five and a half 
times a year. They have 23 stock books, and are 
certain that their rapid turnover could not be ac- 
complished without the careful and frequent stock 
taking. 

The Cash System 


This hardware store is equipped with a cash 
carrier system which may well be termed unique. 
When a sale is made the sales slip is made out in 
duplicate by the clerk who hands the bill to his cus- 
tomer with a polite request to settle at the cashier’s 
booth, while the goods are being wrapped up. The 
cashier’s office is centrally located and easily ac- 
cessible from all parts of the store. When the cus- 
tomer pays the sales slip is receipted, or if it is a 
charge it is O. K.’d and the customer returns the 
stub to his clerk and gets his goods. No clerk 
handles cash at any time. 

Archer Ludlow is the floor-walker, but you may 
rest assured he does not pattern in either dress or 
ability with the department store floor-walkers with 
whom we are all familiar. He is a plain, energetic, 
well-posted young hardware man, and has grown up 
in the business. He knows the customers and knows 
the abilities of the different salesmen. When a cus- 
tomer wanting to buy a few tacks, a scrub brush, or 
any simple item comes in he is turned over to one of 


. the younger clerks. The star men aré kept in re- 


serve for big customers. When a buyer of chucks, 
transmission, paint or boat hardware comes in it is 
about certain that he will be waited on by a 
specialist. . Shee 3 

Archer Ludlow also passes on every charge sale 
slip that is made out on the retail floor. His firm 
believes that customers will pay as they are trained 
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to pay. The following extract from a letter to their 
department managers, outside salesmen and collec- 
tor sums up their attitude thoroughly: 


Credit Department 


In giving our customers goods of standard makes 
at prices necessary to meet prevailing competition 
and the service they demand and expect, we must 
insist on having all accounts settled when due. 

When sales are made and goods are delivered, we 
have carried out our part of the contract. For 
material furnished this month we require a settle- 
ment in full the first of next month. 

We have no special inducements to offer in ex- 
tending long credit privileges, neither do we care 
to juggle notes. We have no facilities for fingncing 
firms or individuals that may pay “sometime.” 

In making sales our terms should be explained to 
our customers. If sales cannot be made according 
to the above terms, we prefer not to open the ac- 
count. All overdue accounts must be paid early 
this month, otherwise we-may refuse to extend 
further credit. 


Service Helps 


A sidewalk lift on Market street and one on 
Washington street are used to bring goods into the 
basements where goods are unpacked and dis- 
tributed over the store under the direction of the 
receiving clerk. Seven big truck loads of hard- 
ware come into this store every day, and naturally 
seven truck loads must go out. 

Every clerk in this store is supplied with a steel 
focker the number of which corresponds with the 
number of his sales-book, and his number on the 
time-clock. 

The window displays are changed every week. 

There are four windows, two on each street. The 
lights are turned off automatically by a window 
time-clock every night at ten o’clock. 
_ Twelve price-books are used on the first floor. 
Each department and many of the sub-departments 
have their own price-books. These books are sub- 
stantially bound.’ There are ten heavy brass bound 
cardboard pages in each book. These books are 
proving better than price cards. Under the old 
system all kinds of time was lost looking for price- 
cards, or waiting turns on one big price-book. 

The buyer and the office price-clerk use a card 
system for their work. This card is herewith re- 
produced. It performs two tasks. Full informa- 
tion regarding cost, place of purchase, freights, list 
and discount is on one side of this card, and selling 
information is on the other side.. This card is so 
practical that it has been adopted by the HARDWARE 
AGE book department, which has placed them on the 
market. 


Builders’ Hardware 


The builders’ hardware department is handled as 
a separate and distinct line. A force of specialists 
are employed here, and no job is too big for them 
to go after. Northern New Jersey and New York 
is the field, and it is worked systematically and 
thoroughly. This year has been exceptionally pro- 
ductive in school buildings. Building reports and 
architects are followed closely for new business. 
Corbin, Lockwood, Sargent and Russel & Erwin 
goods are sold extensively. 


A splendidly equipped sample room is maintained. 


on the second floor where prospective buyers are 
far removed from the rush of the main sales floor. 

Newark is such a good manufacturing town, and 
this firm is so well and favorably known in the 
trade that special hardware is often furnished with 
a promptness that is surprising. 
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Offices on the second floor 

















Outside salesmen’s desks on the second floor 

















General office on the third floor 


Handling several big lines of goods Ludlow & 
Squier feel that they have better facilities than a 
manufacturing concern who make all the items re- 
quired on one job. 

All contracts are scheduled and a good delivery 
and packing system has raised the standard of 
service in this department to a very high degree. 

This department is under the personal direction 
of Mathias Ludlow, who in addition, looks after 
the financial affairs of the concern. Few Eastern 
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At the top: Buyer’s card used by Ludlow & Squier, and adopted by the HARDWARE AGE book department. The 
center card is used to figure builders’ hardware, and the other card is for factory supply quotations 
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Transmission materials have been 


hardware men are better known in the trade than 
Mat Ludlow. He is first vice-president of the Penn- 
sylvania & Atlantic Seaboard Hardware Associa- 
tion, and is a man of big caliber. His son, LeRoy 
M. Ludlow, is in this department also, spending 
part of his time outside where he covers the same 
territory his father did before the business grew 
to such great proportions. He is also buyer for 


a 


Ludlow & Squier’s cutlery has come into its own. 


brought to light from the basement 


this important department. There are seven rea- 
sons why Ludlow & Squier ask for builders’ hard- 
ware business. They define them as follows: 


We solicit your builders’ hardware business, be- 
lieving that our method of handling contracts will be 
found advantageous to you for the following reasons: 

We represent the standard makers of fine builders 
hardware, pay close attention to specifications and aim 


? 


The panels or cards in the wall case can be readily removed to 
show customers complete lines of any item 
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A sales table designed to display scales and balances 


to relieve the architect and builder of unnecessary an- 
noyance in supplying this material. 

We mark all goods for the openings for which they 
are intended. 

We give careful attention to detail, preventing delay 
and annoyance, and our follow-up system helps to pre- 
vent errors and to detect changes made without our 
knowledge, and to correct same without loss of time. 

A fully equipped display room of artistic and up- 
to-date hardware for the convenience of those wishing 
to make selections. 

For those desiring suggestions as to appropriate 
hardware, the services of competent men. 

The experience and ability to supply hardware to 
meet special conditions. 

Experienced estimators that enable us to offer you 
promptly, correct estimates on your work, avoiding 
omissions which are usually charged as extras. 

Buying 

The buying end of a business the size of this is 
no small task. Arthur H. Squier buys everything 
but the builders’ hardware. This young man came 
into the business direct from college, but he served 
seven years before he assumed the buying respon- 
sibilities. He worked in every department with but 
one thing in mind, and that was to know hardware 
from the buying standpoint. A peep behind the 
scenes at some of his prices would convince the 
most skeptical that this young man knows his work. 

There are other details by the score that could 
be mentioned in this story. A whole chapter could 
be profitably given to the bookkeeping department 
alone where up-to-the-second methods of filing and 
accounting are used, but space forbids. 

In a booklet they tell their own story as follows: 


Our Ambition Realized ! 
An Ideal Hardware Store 


After months of labor, serious thought, and no little 
worry, we have emerged with the most complete, the 
most efficient hardware store in this section. 

It will be a show place that all visitors to the city 
should see; it will be a place that hardware men should 


know; a place for factory owners and factory workers 
to visit; a place that merchants should see and become 
familiar with. 

The foundations were laid long ago on the rocks of 
integrity, fair dealing, and good service. We aimed to 
have the best hardware store in the state. We couldn’t 
have it in the old structure, built as it was for other 
than commercial purposes. We can have it, now that 
we have completely made over the building, modernized 
it, enlarged and beautified it—and we are going to re- 
veal to you day by day what real service means in 

FACTORY SUPPLIES 
BUILDERS’ HARDWARE 
TOOLS FOR ALL TRADES 


our three great specialties. 

From basement to top floor, the building in which 
this business has grown to such generous proportions 
has been rebuilt, rearranged, and made a commercial 
structure in every sense of the word, and a store build- 
ing to which we can point with pride. 

Everything in the new store is classified perfectly, 
facilitating selection wonderfully. 

Here is everything a mechanic might use; at an- 
other point, everything a contractor might require; in 
another section is everything for manufacturers; in 
another, helps for millwrights; in still another, tools 
for masons; here, you will find all the tools a carpenter 
needs, and again here the things a machinist requires 
—in fact, “tools for all trades.” 

A whole case is devoted to automobile accessories. 
Tools for draftsmen are conveniently grouped. 

You can see at a glance the thing you are seeking 
in whatever line it may be. 

Do you want a saw?—here they are; every kind in 
sight. Do you want a door-latch?—here they are, all 
in view. Do you want a hammer?—here are hundreds, 
all grouped, all in sight. 

We have taken the “hard” out of hardware by sim- 
plifying our stocks, by orderly arrangement, by having 
everything in plain view—by the speed of our service. 

The ease and pleasure of shopping will be simply 
unsurpassed. 

Just think of it, everything—16,000 articles—on ex- 
hibition, within easy range of your eye as you walk 
through the store. 

Heretofore it has been impossible to display much 
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The tool department is a model of neatness and completeness 


more than ten per cent. of our wares. Now every- 
thing comes to the front—complete sample lines being 
mounted on felt covered boards, beautifully and artist- 
ically arranged—really a sight to see—a veritable ex- 
position of manufactured goods. 


“MADE IN AMERICA” 


There are no old-fashioned wooden counters in the 
store. Goods are sold from display cases, largely from 
wall cases. Stock boxes are concealed back of the 
sample boards within easy reach of our salesmen. 

The larger things, such as cannot be put on sample 
boards, are in glass cases or on display tables—all 
within view for easy selection. 

Prices are marked in plain figures. 

The Ludlow & Squier establishment now sets the 
pace, and Newark from this time forward will have 
the credit of having the best equipped and most mod- 
ern hardware establishment in the East. 

The store now runs through from Market Street to 
Washington Street. 

Both entrances are to be used, according to the con- 
venience of our patrons—the Market street end of the 
building being devoted to tools and general hardware; 
the Washington street end to the heavier goods, largely 
factory supplies. 

In the basement there are three storerooms for 
transmission, cordage and roofing papers, as well as 
the shipping and receiving departments. 

The first floor, from one end to the other—from 
Market street to Washington street—over 200 feet in 
length—will be devoted to the general retail business. 

The second floor is given over to the elaborate show- 
ing of builders’ hardware, with beautiful display room, 
and to the contract department, where we estimate on 
architects’ and builders’ specifications. 

The third floor will be devoted to the general offices 
and purchasing department. 

The fourth floor is used for reserve stocks. 

Passenger and freight elevator runs to all Rees, 
making them easy of access. 

Fireproof stairs run to the top of the building. 
Modern fire escapes are on front and rear. The whole 
building is splendidly lighted, heated and ventilated. 

We long since determined upon the service we are 
now rendering. In the remodeled store we have em- 
ployed the very latest devices and fixtures and adopted 


the most modern arrangement and classification of 
lines based on our wide experience. 

Over half a hundred energetic employes are ready 
to render service to our patrons—willing service al- 
ways. 

Our selling force endeavors to visit all factories of 
this section, and, if you have in any way been neg- 
lected, we urge you to phone or write us. 

We deliver goods everywhere in Essex County. 

Our phone service is a speedy one. You can con- 
nect with any department by calling 5198 Market. 

We wish to thank our patrons for their loyalty and 
favor which have made possible such a store as this. 
We aim to merit their continued, and, if possible, un- 
divided patronage. 

We are assured our newer, better store is worthy the 
patronage of all we have not yet numbered among our 
good friends and customers. 


LUDLOW & SQUIER 


Experts in Hardware 
NEWARK, N. J. 


The formal opening begins today. The following 
invitation is extended through HARDWARE AGE to 
all hardware merchants and manufacturers to at- 
tend to have a part in the opening of a store that 
will continue to expand if modern equipment, hard 
work and service can accomplish it. 





Opening of the 
NEW Ludlow & Squier’s 


THE FORMAL OPENING DAYS WILL BE 
Thursday, December third 
Friday, December fourth 
Saturday, December fifth 


Reception hours all day and up to ten o'clock in the evening. 


All the members of our sales force, executives and proprietors 
will be here to greet you. 


We trust you will honor us with' your presence, and that you 
will enjoy with us this evidence of our prosperity. 
Sincerely yours, 


an LUDLOW & SQUIER 
239 Washington Street 
Newark, N. J. 











Invitation for the opening days 








SELLING STOVES A BETTER WAY 






By “THE ASSISTANT MANAGER” 

















A stove salesroom suggested by the Estate of P. B. Beckwith, Inc. The rug is an important feature 


pends upon the energy and thought extended 

in making preparations. I know a long- 
legged dealer who says that shows and stoves are 
much alike. I couldn’t see a comedian or even a 
chorus girl in stove selling, and ventured to tell him 
so. His come back was like the crack of a whip, 
and before he finished I saw that slender chap trans- 
figured into the stage-manager of the opera stoves. 

“You see it’s like this,” he started, “when I was 
about the size of a Northern grown peanut the with- 
ered-skinned old school teacher in our district began 
to pump ‘What’s worth doing is worth doing well’ 
into my head. She drove the idea into me so deep 
that it didn’t come to the surface until I began 
selling hardware. In the store where I first worked 
they did many things well. I was one of them. 
They did me with promises of a future that van- 
ished into thin air when the boss’ two boys came 
home from college and entered the managing end 
of the business by the front door route. They also 
believed in doing things well when it came to push- 
ing firearms, sporting goods, nickel plated ware and 
cutlery, but if any one tried to put a little class into 
the paint or stove departments it started a riot. 

“When I left that store I traveled a while, and all 
along the line I found all the fuss and feathers made 
over the old hardware favorites that usually cluster 
in right-hand cases around the front door. I once 
knew a happily married fellow who said he chose his 
wife by avoiding the girls people went crazy about, 
and I chose to tie my future as a salesman to the 
sadly neglected stove line. 

“In the store where I had first chance to get 
action on my ideas they handled stoves just as they 
do in the average store. Had a few samples on 
stove castors and a few more on a little platform 
up by the housewares. Like most stores, too, these 


Ts effort it takes to sell a stove generally de- 





samples were continually littered with sauce-pans, 
horse-collars, sweat-pads and bird-cages. 

“One day I ventured to tell the boss that the sys- 
tem was wrong, and he told me to change it if I 
had any improvements up my sleeve. Say, I’d been 
waiting since I had graduated from the shining 
department for that opportunity, and I tackled the 
job nights so that I wouldn’t be interrupted by cus- 
tomers or suggestions that might swerve me from 
my ideal. When I came to ask for an appropriation 
of forty dollars for the material I needed, I did so 
with an idea that the amount would be pruned like a 
flock of office holders after a change in administra- 
tion, but the old man was a diamond in the rough, 
and he merely grunted as he put an QO. K. on the 
list. I built a room at the back of the store. It was 
12 x 14 feet, and open at the side. I decorated it 
with all the care and skill at my command, and lim- 
ited my samples, which I placed around the sides 
of the room, to seasonable staple goods. I hung 
a few pictures in my model salesroom, and felt a 
world of satisfaction as I spread a grass rug on the 
floor. That rug didn’t cost much money, but it was 
the best little business investment that went into 
the new stove department. 

“The next best thing was a chair. Any of your 
fellows who have sold stoves on a retail floor have 
seen people take turns resting their legs as they 
stood to hear your selling talk. I got the chair idea 
from a fat woman on a hot day. She wanted a 
range, and I was going down the line reeling off in- 
formation about grates, ovens and heat regulation, 
when she flopped over in a faint. We took her home 
in the boss’s automobile, and it was six months be- 
fore I made that sale. Now when a woman comes 
into my little stove room the first attention she gets 
is to have that chair placed right in front of the 
stove we are going to talk about, and if some of the 
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old system stove stores could hear the sighs of re- 
lief that come from some of the women who sit in 
that chair there would be a wholesale change that 
customers would like mighty well. 

“When a woman sits she has nothing to do but 
absorb my selling talk. She doesn’t mix stove con- 
struction up with tired feet, or an aching back. Her 
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thoughts are not interrupted by other customers 
passing up and down the main aisle, nor am I driven 
to distraction by people who butt in when I start on 
sale clinching talk. The carpet lends a certain tone 
to the whole transaction, and business in the stove 
department takes on a life that sends us home 


happy.” 


FIFTIETH ANNIVERSARY CELEBRATED 


F  Gactuchades 125 employes, their wives and a few 
guests recently celebrated the 50th anniversary 
of the founding of the hardware business of the 
Barker, Rose & Clinton Company. The enjoyable 
event was held at Federation Hall. It opened with 
an excellent supper, served at 7 o’clock. Following 
the meal Arthur Clinton, president, addressed the 
diners. sa 

Mr. Clinton reviewed the history and success of 
the business and talked interestingly. He said at the 
outset that all were present as employes, everyone 
from the president down, and he was talking as one 
employe to another. 

The firm of Ayrault & Rose was formed and went 
into business 50 years ago. That business never 
has ceased to the present day and never has 
ceased to progress. At all times there has been 
a Rose in the business, the present member of the 
firm being S. Edward Rose, who was present and 
who is one of the active officers of the company. 
Following the firm of Ayrault & Rose came, in their 
succession through the half century, the firms of 
Ayrault, Rose & Co., Booth, Dounce, Rose & Co., 
Barker, Rose & Gray, and now Barker, Rose & Clin- 
ton Co. 

The tone of President Clinton’s talk to the em- 
ployes showed the means by which the big wholesale 
and retail hardware firm has enjoyed its uninter- 
rupted growth. 

“We must bear in mind that the object of business 
is not entirely to gain money,” said Mr. Clinton. 
Then he went on to say that there are more impor- 
tant things which should be kept in sight. He se- 
lected a slogan. for the Barker, Rose & Clinton 
employes and that slogan is two words, “Satisfy 
Customers.” He dwelt at length upon the slogan. 


Relief Association 


Mr. Clinton told his guests that there are 18 em- 
ployes of the company among the stockholders of the 
company and he encourages the enterprise which in- 
spires his men to invest their money where they may 
work for it. Mr. Clinton told of the company’s 
relief association which was founded upon a bequest 
given by the late Frederick Barker, senior member 
of the firm. Mr. Barker founded the fund in the 
desire of establishing something permanent for his 
employes. The men pay small assessments and if 
injured or ill they profit nicely from the fund. By 
the terms of the by-laws not only may it soon be 
possible that the fund will be self-supporting with- 
out more assessments from the men, but provisions 
are made for a dividend to be paid, should the funds 
ever reach the sum of $15,000. 

President Clinton announced regrets from several 
who could not be present, among them John Brand, 
the company’s treasurer; Miss Barker and Mrs. 
White, both stockholders; from A. C. Thompson, one 
of the firm’s traveling men, who could not get in, 
and from Glenn Wilder, of Painted Post, for many 
years connected with the business, also from officers 
of the National Hardware Jobbers’ Association. 


Howes & Loomis took pictures of the assemblage 
and then S. Edward Rose took charge of things. Mr. 
Rose’s section of the entertainment was highly in- 
teresting. He had collected a number of old pic- 
tures of scenes connected with the business and its 
development, and he showed with them many of the 
valuable set of old slides owned by Dr. Arthur W. 
Booth. These worked in together nicely and gave 
one a fine idea of the older days in Elmira and of 
the progress year by year. 

Music was furnished throughout the evening by 
the Edison diamond disc phonograph, furnished by 
L. N. Mathews. 

An attractive place card, bearing the company’s 
trademark, the ox-yoke, which is the name of its 
several famous lines of hardware, denoting dura- 
bility, and there were embossed menus which also 
contained a list of the names of the 84 officers and 
employes of the company, listing them as to their 
priority of service. The list follows: 


The Employes 


President, Arthur Clinton; vice-president, S. 
Edward Rose; secretary, Howard Kimball; treas- 
urer, John Brand; assistant treasurer, Leonard 
Clinton. 


Terms of Service 


Forty-nine years—James Craig, *Frank Weeks, 
John Nilson. 

Over forty years—*Giles Millspaugh. 

Thirty to forty years—William Shearer, *William 
Clark, Guy Griswold, *Snyder Atwater. 

Twenty to thirty years—Eugene Stowell, Maxwell 
Minier, Wesley Jennison, *Charles Jackson, Charles 
Atwater, George Lockwood, Eugene Hinman, *Ed- 
ward McAllister, Thomas Evans, Fred Hutchinson, 
Fletcher Griswold. ; 

Ten to twenty years—William Boardman, Henry 
Anthony, Alfonse Knopf, Miss Van Buren, William 
Rothwell, Frank Peterson, *Dean Gray, George 
Neejer, Edward Deister. 

Five to ten years — William Inscho, Miss Kate 
Weeks, Adelbert Wilbur, A. E. Buchanan, Hiram 
Teeter, Charles Saylor, August Friendburg, *Will- 
iam McCreight, Jay Swartwood, Frank Valois. 

Under five years—John Bower, George Bonney, 
Walter Brown, Emil Bulow, Donald Campbell, Frank 
Bassett, Francis Drake, Howard Dailey, Henry 
Fiester, Dean Hoose, *Ivan Hood, Robert Hunting- 
ton, Leland Hollister, Frank Lovejoy, Emery Lyon, 
Edward D. Lewis, George Moll, Mr. McCabe, William 
McLeod, Mr. North, William Owen, Clyde Rose- 
krans, John Rahwinkle, William Rose, Miss Eliza- 
beth Ayers, Miss May Ayers, Miss Mina Crandall, 
Miss Clara Griswold, Mrs. Helen Shoemaker, Miss 
Anna Cleary, Miss Constance Flood, Charles Rod- 
bourn, Orrin Staples, George Seagar, James Scoon, 
Ernest Stevenson, Ernest Storms, A. Curtin Thomp- 
son, Roy Terwilliger, George Woughter, Robert 
Yaggi, George Vetter, Charles Young. 


*Association with the company not continuous. 








SAUNDERS NORVELL BECOMES 
DRUGGIST 


Well-Known Hardware Man Joins the Big New York Drug and 
Chemical Firm of McKesson & Robbins 


HAT has become 
W of Saunders 
Norvell? 


This question has been 
asked many times and 
answered many different 
ways during the past 
year. 

It was rumored that 
he was to become the 
head of the Simmons 
Hardware Company; 
that he was to start an- 
other hardware maga- 
zine, and that he was to 
retire to a chateau near 
Paris to pass his declin- 
ing years in peace and 
comfort. 

Collectively and indi- 
vidually Mr. Norvell 
denies these rumors. 
He says the last rumor 
really amounts to an ac- 
cusation which he most emphatically refutes. ‘“Re- 
tire—not by a long shot,” he said. “I did rest for 
a couple of years, but the Kaiser, a few kings, a 
president and the Czar conspired to rudely interrupt 
my meditations, so I have come back home and am 
getting even by shipping all kinds of medical sup- 
plies to the belligerents.” 

Mr. Norvell has become a partner in the firm of 
McKesson & Robbins. This concern is one of the 
oldest and most firmly established drug and chemi- 
cal manufacturers and distributors in the United 
States. Established in 1833, this house has stead- 
ily advanced to a most enviable position in its field, 
but the owners felt the business needed new blood 
in the form of an organizer, and Mr. Norvell was 
induced to join the firm to fill this need. 


Saunders Norvell resigned as president of the 
Norvell-Shapleigh Hardware Company in 1910, his 
resignation taking effect January 1, 1911. He re- 
mained a director of the big St. Louis jobbing 
house until 1913. During the time that has lapsed 
since his resignation Mr. Norvell has sold the 
greater part of his stock in his old concern. 


Under the nom de plume of Mike Kinney, Mr. 
Norvell established. an enviable reputation as a 
writer on hardware subjects. “Mike” was the 
teamster editor of the Gimlet, for which Mr. Nor- 
vell continued to write until last March. 


After retiring from the jobbing business Mr. 
Norvell bought the Hardware Reporter, which he 
published for two and a half years 

For a number of years Mr. Norvell has known the 
family of John McKesson of McKesson & Robbins 
of New York. Last January Mr. McKesson wrote 
Mr. Norvell in Europe asking him to become inter- 
ested in the big drug firm. Mr. Norvell returned 
to this country in May and after a most thorough 
examination of conditions in the drug field decided 
that it held for him unlimited possibilities, and he 
became associated with the New York concern. 

“What is your title?” Mr. Norvell was asked at 








Saunders Norvell 


the New York Hardware Club this week. His reply 
was as unusual as it was characteristic. 

“TI have no title, no desk, no orders, no manage- 
ment, no hours, no routine, nor no outlined duties. 
I am working through others, looking for and giv- 
ing talent an opportunity. 

“Thorough investigation,” he continued, “usually 
answers most questions. I have seen some very 
constructive changes wrought in our concern al- 
ready by merely getting the men in the different 
departments together to discuss things. I know 
little or nothing about drugs and chemicals, but I 
have had many years’ experience in large business 
organizations and should be able to profit by my 
knowledge of selling and of handling salesmen. 

“There is a similarity in the method of handling 
the drug and the hardware business. When it 
comes to human nature, why that has been the same 
since time began. The salesmen and department 
heads in this drug house are telling me the same 
things that were once told me by hardware men at 
my old desk in St. Louis. They have the same am- 
bitions, aspirations, troubles and difficulties.” 

Mr. Norvell feels that the future of his house will 
be largely what they make it.. Natural opportuni- 
ties for expansion are great. Comparatively little 
is known of chemistry to-day. The Germans have 
easily been world leaders in this line, but necessity 
has forced American manufacturers into many new 
channels in the manufacture of chemicals and Mc- 
Kesson & Robbins, recognized as American leaders 
in this field, are building additional factories and 
rapidly expanding their business. Their products 
are now shipped into every country in the world, 
and after gaining a more thorough insight into the 
business Mr. Norvell will undoubtedly visit many of 
the foreign branches of his house. 

We are reliably informed that “The Office Boy” 
will soon begin to offer his advice and the benefit 
of his: varied experiences as he visits offices and 
drug stores through the columns of Drug Topics, 
a house organ of McKesson & Robbins, which is 
probably the oldest paper of its kind in America, 
having been started over thirty years ago. The 
remarks of “The Office Boy” will probably prove as 
interesting to the drug trade as the observations of 
Mike Kinney were to the hardware trade. 

A well known hardware merchant visiting Mr. 
Norvell recently said that Sank didn’t talk nails 
or “Diamond Edge,” but that he was explaining how 
and why oil of peppermint sold for $5.75 a pound 


in 1864 and $1.50 a pound to-day. 
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Mr. Norvell says it is a real pleasure after his 
long rest to get back into that atmosphere where 
ideas crystallize into accomplished results. 

“Tell my friends in the hardware business,” he 
said, “that I want to see them at 97 Fulton street 
when they are in New York. If they are feeling 
bad physically I can give them medicine out of 
stock, and if their trouble is mental we can re- 
charge their cells of inspiration from McKesson & 
Robbins methods.” 

“What is the hardest thing to get used to in the 
drug line?” was our last question to Saunders Nor- 
vell, hardware merchant, publisher and druggist. 

“Twelve ounces to the pound,” was his answer. 
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THE WEEKLY REVIEW 


Articles on this Page Are Taken from the Press of the Country 


An ABC of America’s Railroads 


How many employes have the railways of the 
United States? . 

1,848,883. 

¥ * * 

Allowing five persons to a family, what would be 
the total directly dependent upon the railroads for 
their living? 

9,244,415. 

* * * 

What is the minimum number of workers de- 
pendent for employment mainly upon orders from 
railroads—employes of locomotive companies, car 
manufacturers, etc.? 

More than 1,000,000. 

* * * 
Multiplied by five-to-a-family, this means? 
Upwards of 5,000,000. 

+ cm * 

Making the grand total of persons supported by 
the railways what? 

Approximately 15,000,000, or one in every seven 
of the country’s total population. 

% * * 
How much do the railroads pay to their 1,848,883 


employes in a year? 
$1,390,025,286. 


* * e 


How many cents of each dollar the railroads 
spend do these employes receive in wages? 
Fully 44 cents of each dollar. 


* ¥* * 
How many cents of each dollar received are paid 


for materials and supplies for all purposes? 
About 25 cents. 


* + ca 
Does labor get any considerable share of this? 
The bulk of it goes into the pay envelopes of 
those who produced or manufactured these materials 


and supplies. 
* * 7 


What were the gross earnings of our railroads 
during the year ended June 30, 1914? 
$3,098,487,696. 


* *% * 


How much was retained as net earnings after 
paying operating expenses and taxes? 


$716,688,210. 
*% * * 
Who are the greatest taxpayers in the whole 
country ? 
The railroads. 
* *% *% 


How much did they pay last fiscal year? 
$142,191,880. 


% * * 


Are their tax levies increasing? 
The increase this year over last was $12,610,402, 
or at the rate of a million dollars more every month. 


¥* % ¥*% 

How do tax payments compare with dividend 
payments? 

Exact comparisons for 1914 are not available, but 
in 1913 4.14 per cent. was paid in taxes and 4.92 
per cent. was devoted to dividends and surplus com- 
bined. Conditions are much poorer now. 


The statement was recently made by anti-railroad 
people that “as the receipts of the railways are 
$3,000,000,000 and as there are 20,000,000 families 
in the United States, the average expenditure per 
family for railway transportation is $150, or one 
fourth of its income.” Is this so? 

The person who indulged in that arithmetic for- 
got to add that $2,000,000,000, or $100 for each 
family in the country, is paid back by the railroads 
in wages and materials alone, to say nothing of 
taxes. In other respects the statement conveys mis- 


leading notions. 
* + * 


How do railway freight rates in the United States 
compare with those of other countries? 
American freight rates are the lowest in the 


world. 
2 * * 


How do the railroads spend each dollar they 


receive? What are the exact details? 
The railway dollar is spent thus, in cents and 


fractions of cents: 





DEP bo cc ke ks he's Cenk Rake k ok Ves eben 44.05 
GE ec cat er bduancbacceeeekovenks 8.64 
Material, supplies................ bdiiacaen’ 9.80 
Miscellaneous expenses............eeee008- 4.66 
Ak pa cea shen K0s 0 VadeoPakeveter et 4.14 
Dae Re Ss 6c aa oe bbe hee FERS 2.26 
ns eo Gah oc aiiN so cida 3% 5 hee eees 4.57 
Interest on funded debt.................... 13.04 
Bees GE WS BONS kc cc ccc ce cebutéees 8.92 
Dividends and surplus.................... 4.92 

We i bic ec oe CES Sea Ae 100.00 


Who are the owners of the railroads? Whose 
capital has built them and maintained them? How 
many stockholders and bondholders are there? How 
many security holders are women? Are savings 
banks, insurance companies, hospitals, colleges and 
many philanthropic institutions largely dependent 
upon dividends and interest from railway invest- 
ments for their income and support? Who suffer 
when railroads are wrecked by mismanagement? 

That opens up another phase of the railways— 
D E F, so to speak—and calls for a whole chapter 
for itself. —By B. C. Forbes, N. Y. American. 


Panama’s Huge “Coastwise” Traffic 


N its first two months the Panama Canal has 

done more than prove its necessity as a means 

of intercontinental traffic. That was never in 

doubt. The records of shipments passing through 

seem to settle the far more debatable question of 
tolls. 

In the last 60 days nearly half of the cargoes 
carried by the canal, a good 300,000 tons, was in 
coastwise American trade; commodities that would 
otherwise have gone by transcontinental freight or 
perhaps round the Horn. 

That should end the discussion of the wisdom of 
canal tolls on American shipping. It must pay its 
share toward making the canal self-supporting.— 
Philadelphia Public Ledger. 
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“THE MAN BEHIND THE COUNTER” 


Salesmen Tell How They Would Handle Incubator Customer 


Would Emphasize Importance of Guarantee 


| heaps R. L. Slaton, Thompson Brothers Com- 
pany, Memphis, Tex.: 

In the September 10 issue of HARDWARE AGE, 
under the heading of “The Man Behind the Coun- 
ter,” you tell how a salesman lost the sale of an 
incubator, and asked that some of the boys tell 
you how they would have handled the customer. 

Now this would have been my method: 

As soon as I had noticed the farmer looking 
over my incubator I would have said, “Mr. Jones, 
there is the best incubator that is on the market 
today and I think that an incubator is one of the 
best machines a person can buy to help reduce the 
cost of living.” 

While I was making this statement I would have 
been opening up the incubator to show the customer 
the working of the inside, as not one farmer in 
ten knows the least thing about an incubator. 
Then I would have explained the working of the 
incubator so that even if he had had experience 
with incubators he would have had the courtesy 
to listen to my explanation. If he had asked the 
price at this point I would have told him in a nice 
way that the incubator was worth all I asked for it. 

Then I would have shown him the construction, 
how different from other makes, and said that the 
firm I represented had a reputation for handling the 
best of everything. 

I would keep my customer in the best of humor 
and when he came to the price and said he could 
buy the machine for two dollars less than I asked, 
I would tell him that if after thoroughly testing the 
machine he found it no good, he could bring it 
back to town and then take home with him his 
money or another incubator. 

I have sold several incubators and find that if a 
customer comes in to your store to buy something 
and you do not sell him it is your fault and not 
his. He had the money and you had the goods; 
why couldn’t you trade? 


Saving in Price Not Worth Cost of Time 


From Alvie Nelson, Smith Hardware Company, 
Keokuk, Ia.: 

If a farmer came in the store to make a small 
purchase, and I saw that he was interested in an 
incubator, I would approach him something like 
the following: 

“Are you in the market for an incubator? There 
is a machine, we have sold a good many of them 
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in the surrounding country and we haven’t had a 
complaint yet.” 

“What is the price?” 

“Our price is $10.” 

“You are a little high on that machine. I can get 
it for less money by sending away.” 

“Well you might get it for less money, but I 
do not believe you could save enough to pay you 
for your trouble.” 

“Yes, I can save quite a bit by sending for it.” 

“May I ask what you can get a machine like this 
for?” 

“$8.20 delivered.” 

“If that is the case you would save $1.80. Have 
you stopped to consider how much worry and 
bother you would have? First there is your order 
to get ready, second the money order, third the 
long wait and going to the depot maybe three or 
four times before the machine arrived. Then did 
you stop to think if the machine was broken in 
transit what necessary steps you would have to 
take to get a settlement from the railroad company ?” 

“Well I never really thought of all that.” 

*‘So you see by counting all your time and trouble 
you would be out more than $1.80.” 

“Well, that’s right too.” 

“If you want this machine you can have it for 
$10, and you need not pay for it until you harvest 
your crops. If you send away you will have to pay 


cash. Would Meet the Price 


From Frederick Bradley, Retailer, Westport, 
Conn.: 

I would have sold him the incubator even if I 
sold it at cost. I would not let him get out of the 
store without selling him for one reason—I might 
get a new customer. 

The mail order houses are here and we have got 
to meet them some way, and I say go for them 
every time we get a chance. 


Would Prove Prices Equal Considering Quality 


From John Winkler, Winkler Brothers, Holding- 
ford, Conn.: 

In answer to your question, “Would you have 
done this?” I will give you the following for my 
way of solving that problem. 

It is somewhat difficult to answer this unless one 
knows the prospect. If he was a man that is in 
the habit of sending off for his hardware I would 
use the following argument: 

“Mr. Smith, I would like to have a little talk 
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with you privately. You are in the habit of send- 
ing away for your goods, aren’t you?” 

“Tee.™ 

“Why do you send your money away to some far- 
off dealer when you can buy at home from a man 
who depends on you and his other customers for 
a living?” 

“Because I can buy the goods cheaper by sending 


away for them.” 


“Mr. Smith, that is just what I wanted you to 
say. Now if I can prove to you that we can sell 
you anything in the hardware line as cheap as you 
can get it by sending away for it, wouldn’t you 
rather buy it here?” 

“Ves.” 

“To prove it let us take anything that we have 
in the store. Say, for instance, that incubator 
there. What price can you get that for by sending 
away for it?” 

“$8.20 delivered.” 

“Are you sure that it is the same size, made of 
the same material and made as handy and good 
as that?” He says it is. “Now to prove to you 
that this is a better incubator you will have to tell 
me what company sells the one you have in mind.” 

He names Sears, Roebuck, Montgomery Ward, 
etc. I take the catalog he refers to and go over 
the description with him very carefully, comparing 
the two incubators, showing him where mine is 
better in finish, size, or in whatever way it may 
excel. I would also show him from my catalog one 
that is the same price as the one in the catalog 
of the big city merchant. I would show him that 
my incubator, at $8.20, is as good as the one in 
the catalog for the same price. After he is just 
about convinced. I would take some other article 
that is more easily compared, an enameled sink, 
for example, and I would show him that I sell 
that sink for $3.25. I would let him see the price- 
tag so he could not say I was just giving him a 
lower price for a bait. Then I would turn to the 
sink in the catalog of his favorite mail order house. 
In this way I would compare article after article 
that I was best posted on, and I would always com- 
pare the prices with the freight added. Then I 
would finish with this argument: 

“You need an incubator. Now since we sell it 
as cheap as you can buy it anywhere, take one of 
these right along. And at any time there is some- 
thing that is not just right about it or any other 
article you buy, tell us about it and we will make 
it right. And one thing especially: any time in the 
future that you want something in our line come 
in and let us give you our price. We know it will 
be as low as any and on some articles lower than 
you can buy anywhere else.” 


Calls Attention to Delays Incident to Mail Order 
Buying 

From Ernest Otto, Baltimore, Md.: 

I would talk to the customer along the following 
lines—not to make him admit one thing because I 
know customers do not like to. admit that they are 
wrong in their ideas, but just to put him thinking 
and make it harder for him to go home-and send 
that order to the mail order house. 

“Mr. Brown, I don’t doubt that you can get an 
incubator for $8.20, but I hardly think it will be 
the same brand. Now mine has this special fea- 
ture here, is reinforced there—just where it needs 
it—the heat is more regular, and it is fully 
guaranteed.” 

“Yes, I know that is all true, but I am sure even 
if it is not the same make it is just as good, be- 
cause the picture in the book looks just like it.” 

“Now be careful of the ‘just as good’ kind. Try 
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to get something better. Goods are not always as 
cuts show them nor can you tell much by the cut. 
I will grant you that you can get the incubator 
at the price of $8.20. Will you order it from 
Chicago or St. Louis?” 

“Chicago.” 

“Well that is 350 miles from here. You will 
doubtless wait until you want it at once before 
ordering. Your money order or registered letter 
will cost 15 cents, time of going to post office is 
worth 10 cents. Several days elapse before your 
order is received. You have forgotten some speci- 
fication; they write you and you answer. At last, 
after a delay of ten days or two weeks the mail 
order house ships. Delays often occur on rail- 
roads. You drive to the station twice or pay some- 
one to go for you before it does arrive. When your 
incubator does come perhaps a leg is broken or the 
glass is smashed. You must send to the mail order 
house. They refuse to make good, saying you 
must take it up with the railroad. After another 
week you get your incubator set up and even then 
you don’t quite understand it because you have 
only the printed directions. 

“For a month your money has been in the hands 
of the mail order house, you did not have the ma- 
chine, nor did you get it when you needed it most, 
or felt you wanted it. If you purchase one from 
us we guarantee it absolutely. We can and will 
deliver it the day you order it. It will be in per- 
fect condition. We are always here to explain 
everything about it. Any time you need a part 
we can furnish it right from stock.’ 


Packing Material Shortage Due to 
Quarantine Regulations 


|, sgpatentennpingeny in Pennsylvania have called at- 
tention to the shortage of packing material at 
American glassware factories, due to the quarantine 
imposed by the federal government in the effort to 
stamp out the foot-and-mouth disease among cattle. 
Glass is packed for shipment in hay or straw 
usually, and as these are included in the quarantine 
regulations, manufacturers are unable to obtain 
supplies for packing purposes. 

It is pointed out that cotton seed hulls may be 
utilized for this purpose, and may be had now in 
Memphis, Little Rock and other Western centers at 
$5 to $7 per ton. 

While this is suggested for the use of manufac- 
turers of glassware, the same information should be 
of interest to many other manufacturers packing 
certain classes of goods which have heretofore used 
hay or straw and may prove to be the utilization 
of a by-product for more purposes. 


War Increases Output of Horse 
Shoe Calks 


oo Rowe Calk Company of Hartford, Conn., has 

under way 50,000,000 removable horse shoe 
calks to be used by the allied armies in France and 
Belgium during the coming winter. Commissioners 
from the French government placed this enormous 
order. The Rowe Calk Company has doubled its 
forces on two different occasions since this order 
was received, and is now making horse shoe calks 
at the rate of 150,000,000 a year. 


THE MAN WHO FEELS that he has nothing to learn 
about his business is like the man who wound his clock 
regularly every night for nine years before he learned 
that it was an eight-day clock. 
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EDITORIAL COMMENT 


Christmas Suggestions 


times, and in most American hardware 

stores gift goods are being featured. 
There are several important plans that should 
have most careful consideration at this time 
before the Christmas crowds begin to throng 
the shopping districts. 


ee displays are the signs of the 


For years and years newspapers have 
preached the doctrine of early buying and post- 
masters have urged the early mailing of all 
parcels. The object of this’ little editorial is 
to urge plenty of aisle room in hardware stores. 
At times when floor space is at a premium, mer- 
chants are more or less apt to narrow the width 
of their aisles rather than expand them, and 
results in crowding, and in the theft of mer- 
chandise emphasize this error. Attend to the 
center counters first. Arrange them so that 
you have long expanses of customers’ space and 
breadth for counter*room. 


If the store plans for extra display counters 
it is well to keep in mind that cross counters 
and tables should be small and should be kept 
out of the aisles. Large items on small tables 
and small items in quantities on large tables is 
a good rule. Decorations of a purely ornamen- 
tal nature, such as holly garlands, bells and 
other designs, if used on the main floor, should 
be hung high enough so that they will not ob- 
scure the merchandise on the tables, or hamper 
clerks in action. Christmas trees and other 
ornamental decorations should be made of non- 
inflammable matter. Most stores are long and 
narrow. Crowd guiding signs which read 
“keep to the right” and “keep to the left” will 
help to prevent unnecessary crowding. It is 
time also to make definite plans for Christmas 
deliveries. Christmas Eve generally finds the 
delivery system wholly inadequate to cope with 
the situation. Wise merchants will engage ex- 
tra vehicles well in advance. 


Another question that ought to be settled this 
week is the number of nights the store will be 
kept open preceding Christmas. The idea that 
a store must be lighted and manned every eve- 
ning for three weeks before Christmas has be- 
come obsolete, and is a drain on the vitality of 
the selling force just at a time when every 
ounce of energy is needed. Some very success- 
ful stores have even refused to keep open eve- 
nings two weeks before Christmas, and have 
limited their night work to one week. Stores 
where toys or other special holiday goods are 
not sold will do well to make a complete list of 
those items in the regular stock suitable for 
gifts and bring them forward to feature during 
the holiday weeks. Most Christmas presents 
are sold by suggestion. 
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The Right Price 


URING the past three years, strenuous 
agitation of the price problem has ab- 
sorbed hardware retailers, jobbers and 

manufacturers. All are interested in doing 
the right thing in the right way. Many manu- 
facturers are at sea regarding just what prices 
retail hardware merchants want. In a recent 
interview with President Mitchell of the Na- 
tional Retail Hardware Association this ques- 
tion was asked, and his answer may well be 
taken as an indication of the desires of the av- 
erage retail hardware dealer. “Take any item 
of hardware,” he said, “and compare it with 
the price of the same or a similar article that 
is sold by the great catalog houses; add 10 per 
cent. to their price and then discount that fig- 
ure 33 1/3 per cent. to the retail dealer, and 
your goods will be placed on the market with 
an inducement sufficient to call for the hearty 
co-operation of the retail trade.” 


It is felt in many quarters that the retailers 
are not considered sufficiently in the making 
of prices. “All things in the selling of goods,” 
said a prominent retailer recently in a public 
address, “should hinge on the retail price of the 
goods. If a manufacturer is making a certain 
item, and is prepared to price it, he ought first 
to find out what a dozen retailers would get for 
it in a dozen different states. Then strike his 
average with the discount to the jobber, and 
another to the retailer. If these discounts cut 
the price to such a figure that the manufac- 
turer cannot make the article at a profit he 
must either sell his goods direct to the retail 
trade, or find ways to reduce the cost of manu- 
facture. Certain items of hardware, particu- 
larly guns and ammunition, are being sold to- 
day by the retail trade at a margin of profit 
which can be called profit only when the ex- 
pense account is entirely forgotten, and many 
lines of goods are not adequately represented in 
the retail stores of the country because the 
profit necessary to the retailer seems to have 
been left out of consideration.” 


The Value of Fire Insurance 


AST November a hardware merchant re- 
- newed a $10,000 fire insurance policy on 
his stock of fixtures. The following 
January he sold his business for one-third cash 
and the balance in notes. About six weeks 
after the transfer the building was destroyed 
by fire and its contents was a total loss. 


The owner notified the insurance company, 
which replied that it had issued no policy in 
his favor. Then he remembered vaguely that 
the policy still stood in the former owner’s 
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Prepared by Hardware and Window Trimming Specialists 








ered as advertising and it is not too early 
to begin mapping out an intelligent cam- 
paign for 1915 business. 

If you are a clerk and have charge of the window Jjtee p the barr 
display work arrange for a heart-to-heart talk with door closed 
your employer. Have your plans and arrangements thi : 
for securing fixtures and decorative materials in es: is winter. Lise 
mind so as to lift your displays out of the ordinary ) 
class. 

A display man who plans his work far in advance 
naturally has more time to devote to the details of 
his display which are so essential in making a good 
showing of merchandise. 

An old saying a window trimmer should bear in 
mind is “Work well-planned is half done.” It stands 
to reason that a carefully planned idea partially 
executed in advance will turn out more satisfactorily Ginather dhcak cond Gales Mas ad ee P 7 tot 


tering. The illustration 1s taken from a HARDWARE 
AGE advertisement of the Stanley Works, New Britain, 


W creas displays should always be consid- 




















Conn. 


This suggestion with a little thought will answer 
equally as well for a showing of many lines of 


hardware. 
Our Show Cards 


Our ecards accompanying this article show two 
entirely different arrangements of illustrations 
which were taken from the advertising pages of 
HARDWARE AGE. 

Each illustrated design under this heading is 
given a slightly different layout on the card so as 
to afford a large variety of practical designs for our 
readers. 

The show cards which we illustrate are to be used 
as central features in most displays in order to 
make your window displays more effective from a 


This card emphasizes the selling points of the merchan- 

dise by means of arrows | 
than the attempt to carry out a striking display on 
short notice. ; 

Our Window Suggestion A CG ift of On 


Our window suggestion this week and nearly all 
of the suggestions which we give you on this page is L EY 
are ideas which can be worked upon at your leisure. 
In fact, most of the details can be finished in the 
work-room, giving you the distinct advantage of Fi AM 
placing the idea on very short notice. 
In this idea the main talking points about this ‘ aon 
tool are vividly portrayed by an arrangement con- Will Mike sti Nap, ads 
sisting of an oval plaque and four arrows, each 
arrow shaft bearing a single word which suggests 
a talking point. 
The oval is made of compo board. In arranging is sia . ; we PHIPOM 
your merchandise of this character it is a good idea 46% @m@ Orusn worn on quarter sheet cara, Ww 
to attach narrow ribbons from the oval to the other of the Btunlen Bide sete ok Gee flex Sede 


tools on display. Conn. 
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sales standpoint. Price tickets should be used on 
the merchandise shown. If you use price tickets 
in your window it is well to remember that one de- 
sign or shape of card should be carried throughout 
the window. 

If you use a number of designs or shapes such 
as oval, diamond, circle, etc., it may give your dis- 
play a patchy and inartistic appearance. The same 
idea can be effectively employed for show cards, that 
is, to use only one size or design throughout the 
series of windows or displays. 


Cincinnati Hardware Club Elects 
Officers 


To annual meeting and election of the Hardware 

Club of Cincinnati, Ohio, was held at the Cin- 
cinnati Business Men’s Club recently. A dinner was 
served early in the evening, after which the follow- 
ing officers were elected to serve during the ensuing 
year: President, Otto Burger; first vice-president, 
E. H. Bardes; second vice-president, Albert Boe- 
binger; secretary, E. J. Becker, and treasurer, Chas. 
E. Pfau. R. A. Matthews is the retiring president of 
the club. 

Arrangements were consummated for the enter- 
tainment of the Ohio Hardware Association, whose 
annual convention will be held in Cincinnati Febru- 
ary 16 to 19. The following committees were ap- 
pointed: Finance, Chas. E. Pfau, chairman; Otto 
Burger, R. A. Matthews, E. Tvethaug, J. M. Har- 
grave, John Weigel, H. F. Wuenker, Geo. Hartke, E. 
J. Becker and Frank A. Moeschl. Auditing: R. A. 
Matthews, chairman; Geo. M. Schott and C. E. Pfau. 
Press: C. L. Smith, chairman, and E. J. Becker. 
Badges, E. H. Bardes, H. C. Taylor and H. A. Christ- 
man. Information: Oscar Small, O. P. Schriever, 
E. H. Hoffeld and R. Strief. Ladies: Walter 
Reiman, Louis Ballauf and J.G. Isham. Entertain- 
ment: J. M. Tucker, W. F. Belmer, Chas. Lammers 
and H. E. Stacey. 

State Secretary James M. Carson, of Dayton, was 
a guest at the banquet and addressed the club later 
in the evening. 

Secretary Becker read a letter from Roy F. Soule, 
editor of HARDWARE AGE, extending his congratula- 
tions to the club, and voicing the hope that he would 
‘be able to attend the next meeting. 


Illinois Association Directors Meet 
in Chicago 


HE executive committee of the Illinois Retail 

Hardware Association met in Chicago recently. 

According to the statement of Secretary Nish only 
routine business was transacted. 

The committee had under advisement a number 
of features in connection with the convention which 
is to be held in Chicago in January, 1915. It is 
reported that applications for space at the exhibit to 
be held in connection with the convention have been 
received in greater numbers than was anticipated. 

An entertainment committee consisting of A. Vere 
Martin, president of the Hardware Club of Chicago; 
John Schuberth and Henry Stuckhart, Chicago re- 
tailers, has been appointed. There will be a “get- 
together” meeting of the association members at 
the Hardware Club on Monday evening preceding 
the opening of the convention. 


THE ILLINOIS SIMPLEX VENTILATING COMPANY, Car- 
rollton, Ill., manufacturing and dealing in hardware 
specialties, has recently been incorporated. Those in- 
terested are L. A. Lemke, J. Lemke and F. S. Schooler. 


Hardware Age 


Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Oklahoma City, December 8, 
9, 10, 1914. W.B. Porch, secretary, Mustang. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. L. 
D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 


Louis, January 19, 20, 21, 22, 1915. F. X. Becherer, 


secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION «CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary 26, 27, 28, 29, 1915. Headquarters, Imperial 
Hotel. H. J. Altnow, secretary, Milwaukee. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 
1915. M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION. Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 19165. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Washington Hotel, 
Newark. New York City Headquarters, Hotel 
McAlpin. W. P. Lewis, secretary, Huntingdon, Pa. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley, 
secretary, Kirk Building, Syracuse. 

THE IOWA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Des Moines, February 16, 17, 18, 19, 1915. 
A. R.. Sale, secretary, Mason City. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Fargo, February 17, 18, 19, 1915. 
C. N. Barnes, secretary, Grand Forks, N. D. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone. 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. D. 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, May 11, 12, 13, 1915. 
G. E. Noblit, secretary, Tarpon Springs. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13. 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 
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Important Legislation for Winter Session—Reports Show Business 
Broadening 


BY A. A. 


WASHINGTON, November 29, 1914. 
HE final session of the Sixty-third Congress 
é 5 will convene on December 7 and end on March 
3 next. This is the so-called short session 
which is usually confined to the passage of the 
twelve annual appropriation bills. 

With the end of every short session, every second 
year, all bills which have been introduced during 
the two years of the Congress, and which have not 
in the meantime become law, automatically expire 
and cease to have any further legislative status, no 
matter how far they may have progressed on the 
road to enactment. Every bill now pending in 
Congress which does not receive the President’s ap- 
proval before noon on March 4, 1915, will become 
of no effect, and must, if it is desired to further 
consider the matter, be introduced anew in the next 
Congress. 

So many important questions are now pending on 
the unfinished calendars of the two Houses that it 
is considered probable the leaders will find a way 
to push one or two to passage before the session 
ends. This can easily be accomplished as far as 
the House is concerned. In the Senate, however, 
the opposition of a few members can effectually 
block a vote, especially where the session is limited 
to expire upon a certain date. 

The first business to come before the House next 
month will be the so-called Henry cotton measure, 
proposing to have the Government issue $250,000,- 
000 of Treasury notes for deposit in southern state 
banks to be used as loans upon warehouse receipts 
covering cotton and tobacco. The plan will prob- 
ably be voted down. 


Cotton Relief Measures 


A special “‘cotton” committee was appointed dur- 
ing the last days of the recent session to investigate 
conditions arising out of the stoppage of cotton ex- 
ports, and make recommendations to Congress as to 
the form legislation should take for any required 
financial relief to the southern growers. It is pos- 
sible some remedial measure may be considered 
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based upon the report this special committee will 
submit. 

Two bills amending the banking and currency 
law, both passed at the last session by the Senate, 
are placed for early consideration by the House. 
Each of these pending measures is framed to in- 
crease the credits available in cotton-growing states 
through changes in the reserve regulations of Fed- 
eral and state banks. 

As both of these banking measures have the sup- 
port of the Federal Reserve Board, the chances are 
considered favorable for their adoption, unless in 
the meantime the cotton problem should otherwise 
be very favorably affected. 


Government-Owned Merchant Vessels 


The President is expected to urge consideration 
of some sort of legislation which will increase the 
number of vessels carrying the American Flag. The 
Alexander Bill, which authorizes an expenditure 
of $10,000,000 and the sale of bonds to the extent 
of $30,000,000 for the purchase of merchant vessels 
to be operated by the government, is upon the 
calendar of the House ready for attention. 

Officials here in Washington are not satisfied with 
the number of vessels that have taken advantage of 
the amended registry law. They believe it will be 
necessary to offer still further inducements if any 
large showing is to be made. 


Resale Prices 


Ever since the decision of the United States Su- 
preme Court two years ago in the so-called “Sana- 
togen” case, wherein the right of a retailer to cut 
prices on patented articles was upheld, a strong 
and persistent movement has been under way to 
secure passage of a measure that would legalize the 
fixing by manufacturers of the resale prices for 
their products. 

Three bills are now pending in the House which 
in one way or another make it legal for a manufac- 
turer to fix a uniform price at which his patented, 
copyrighted, trade-marked or branded — may be 
sold at retail. 
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While it is unlikely any legislation of this kind 
will. be enacted at the coming short session, the 
question involved is bound to form one of the inter- 
esting topics of the new Congress. 


May Amend Anti-Trust Law 


An amendment to the Sherman Law that will per- 
mit manufacturers to combine both as to prices and 
common agencies, when engaged in foreign trade 
only, will be urged for consideration this winter. 

The restrictions of existing law, as embodied in 
the Sherman Act as well as in the recently enacted 
Clayton Law, would make it impossible, it is 
claimed, for manufacturers and exporters to suc- 
cessfully compete in the foreign market for the rea- 
son that under the statutes now obtaining each 
manufacturer would have to operate independently 
and bear the burden of an individual advertising 
and sales establishment. 

A committee of the United States Chamber of 
Commerce will begin a series of meetings in New 
York this week, with the end in view of formulating 
a proper amendment for recommendation to Con- 
gress. In this campaign, however, there is no pur- 
pose on the part of manufacturers or of the Cham- 
bers of Commerce interested to seek the removal of 
any provisions of the anti-trust laws, so far as they 
relate to domestic commerce. 


Reports Show Business Broadening 


The weekly reports on business and trade condi- 
tions throughout the country, collected through the 
office of the Secretary of the Treasury, show a con- 
tinuance of the upward tendency indicated for the 
past six weeks. 

Two principal factors are cited as largely respon- 
sible for the increasingly favorable reports that are 
being received: the increased scope of the war or- 
ders that are being placed in this country, and the 
very noticeable loosening of credit incident upon the 
inauguration of the new banking and currency 
system. 

While thus far the manufacturers and big whole- 
salers have been the chief beneficiaries of the large 
foreign orders coming to the United States, gradu- 
ally the rewards of prosperity will be gathered in 
by the retailers. This is one of the deductions, at 
any rate, of Secretary Redfield, who usually has a 
pretty clear foreview of commercial happenings. 


Another Fight on Freight Rates 


The railroads in western classification territory 
are preparing to defend their new tariffs, recently 
filed with ‘the Interstate Commerce Commission, 
making advances in practically every line of freight 
rates, running all the way from 5 to 25 per cent. 
over existing schedules. They are opposed by the 
State railroad commissions of 15 western states, as 
well as by a strong array of commercial and indus- 
trial organizations throughout the country. 

The new western rates are to become effective on 
December 15, unless suspended by the commission. 
The probability is, however, that these advanced 
tariffs will be held up until a hearing is had, at 
which the protesting state officials and commercial 
bodies will present arguments against the proposed 
increases. A big fight is confidently looked for 
when the case is taken up by the-commission. 


Advances Probable to Eastern Roads 


Unofficial reports coming during the week from 
sources close to the commission here indicate that 
the decision in the eastern rate increase case will 
be highly satisfactory to the carriers. 

The general feeling has been for some time that 
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a so-called supplemental ruling would be handed 
down granting substantial advances to those roads 
which were practically denied any relief when this 
case was originally decided some months ago. The 
matter is expected to be finally disposed of within 
the next ten days. 


Federal Trade Commission Law 
and Related Acts 


HE Federal Trade Commission Law and Related 

Acts is the title of a 42-page pamphlet published 

by W. H. Lowdermilk & Co., 1424 F street, Washing- 

ton, D. C. There is an introduction by John B. Daish, 

A. B., LL. M., of the District of-Columbia Bar, which 
is a concise analysis of some of its salient features. 

There is also a digest of the Federal Trade Commis- 
sion act, covering eleven sections. 

Then follow nine pages, giving verbatim the Federal 
Trade Commission Act, effective September 26, 1914, 
entitled: “An Act to Create a Federal Trade Commis- 
sion, to define its powers and duties, and for other pur- 
poses.” 

Following this is the Federal Anti-Trust Law, Act 
of July 2, 1890; Anti-Trust Amendments to the Wilson 
Tariff Act of August 27, 1894; Amendments to Sections 
of the Wilson Tariff Act of August 27, 1894, enacted 
February 12, 1913, and the supplemental Anti-Trust 
Law, against unlawful restraints and monopolies, etc. 

This pamphlet gives in concrete form not only the 
act itself recently enacted, but there are helpful com- 
ments in concise form, which should be of value to man- 
ufacturers and merchants. 

While this book is published at 50 cents, the Ameri- 
can Exchange National Bank, 128 Broadway, New 
York City, will send it gratis to any of our readers who 
will ask for it, mentioning the HARDWARE AGE. 


A NEW COMPANY of importers and exporters has been 
formed under the name of the Fearon, Brown Com- 
pany, Inc., with a capital of $150,000, of which $75,000 
has been paid in, in cash, to take over and continue the 
business hitherto carried on by the Fearon, Daniel 
Company. The affairs of the last named company are 
now being liquidated by the Fearon, Brown Company, 
Inc., the president of which is James S. Fearon. As 
Fearon, Brown Company, Inc., succeed to the business 
of the old firm and retain their connections in the Far 
East and elsewhere, a continuance of patronage is so- 
licited. The connections in the Far East are Fearon, 
Daniel & Co., Shanghai, China, and Fearon, Daniel & 
Co., Tientsin, China. 


ACCORDING TO WASHINGTON ADVICES, the Panama 
Canal has already doubled the exports of. San Fran- 
cisco. The total of foreign trade from San Francisco 
in October was $10,990,234, compared with $5,050,455 
in October, 1913. In addition to this direct business 
with foreign countries, San Francisco sent $5,096,064 
worth of goods to New York in October, much of which, 
it is believed, was destined for European countries. 


« 

A. C. PENN, president, A. C. Penn, incorporated, 100 
Lafayette street, New York City, has been appointed 
trustee of the Valley Forge Cutlery Company, Newark, 
N. J. When interviewed by a HARDWARE AGE repre- 
sentative this week Mr. Penn stated emphatically that 
the New Jersey cutlery firm would not liquidate, and 
that there were many reasons to suppose that it would 
increase business decidedly during the coming year. 


THE NEPTUNE HARDWARE MFG. CoMPANY, Bridge- 
port, Conn., has signed the contract for the construc- 
tion of a cement factory building, on which work will 
be started at once. 
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Temporary Receiver for the Shelton 
Company 


i is a cause for regret that because of the settle- 

ment of some estate matters of one of the 
largest stockholders of the Shelton Company and 
also because of general business depression, for over 
a year, the board of directors of this company ap- 
plied for a receivership November 16. John R. 
Lightfoot, secretary and assistant treasurer of the 
company, has been appointed temporary receiver, 
and the business is now in the process of reorganiza- 
tion. 

The court ordered the receiver to conduct the busi- 
ness for one month. On November 30 a hearing on 
making the receivership permanent and the appoint- 
ment of two appraisers will take place before Judge 
Williams in the Superior Court, Bridgeport, Conn. 

The application is the result of a friendly suit 
brought by the directors to elose the business and 
protect the creditors. 

It is expected that the company’s affairs may be 
satisfactorily adjusted at an early date, the business 
reorganized and manufacturing continued under bet- 
ter conditions than heretofore. 

The main claims are in friendly hands, and those 
of miscellaneous character do not, it is said, exceed 
$10,000. 

The company has been operating right along, and 
although shut down temporarily for inventory, the 
trade will be taken care of as usual and all orders 
received will be promptly executed. 

This tack business is said to be the oldest manu- 
facturing concern in that line in existence, having 
been established in 1836 for the manufacture of 
tacks and bolts. 

Edward N. Shelton, for whom the Borough of 
Shelton was named, was the founder of the business. 
On the original site tacks and bolts have been manu- 
factured for the past seventy-eight years, except 
that during the past eighteen months the bolt de- 
partment has been closed down. 

It is said, with pardonable pride, during this more 
than three-quarters of a century, the factory has 
never passed a payroll, and in that period has paid 
out in wages over $2,000,000. Some of its present 
employes entered the factory when boys in knee 
breeches and have been there ever since. 

The creditors among the trade for material and 
supplies purchased are few in number, and the total 
amount of these obligations is not large, considering 
the amount of business transacted. 


The A. Mecky Company Opens 
New York Sales Office 


Deak steers was recently made by the A. 

Mecky Company, of Philadelphia, regarding 
the opening of its New York sales offices. These 
offices are located at 381 Fourth avenue, and are un- 
der the direct supervision of John Bing, sales 
manager. 

Mr. Bing has been well acquainted with the prod- 
uct of the A. Mecky Company—now known as the 
“VELO-KING” line of tricycles, velocipedes, hand- 
cars, steel wagons, and other hand and foot pro- 
pelled children’s vehicles—for many years; he takes 
pleasure in inviting his many friends and customers 
to see it in its new metropolitan quarters. 

A complete assortment of the various “VELO- 
KING” models will be kept constantly on exhibition 
at the above address. 
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New Western Representative for 
Lakeside Forge Company 


ia Lakeside Forge Company, Erie, Pa., has 
made arrangements with the Carpenter & 
Smead Company, sales agent, to represent it in Chi- 
cago territory. A complete stock of the Lakeside 
Forge Company’s products, drop-forged wrenches 
and similar goods, will be carried at the present 
quarters of the sales agent, 6 East Lake street, 
Chicago. 


Obituary 


JAMES C. LUTTRELL, aged 73 years, one of Knoxville’s 


‘ most successful business men and hardware merchants, 


died at his home recently. His death was not unex- 
pected, as he had been critically ill for several days. 
Mr. Luttrell was born in 1841, and received his educa- 
tion in the city of Knoxville. His first business experi- 
ence was in Nashville, where he became connected with 
a hardware concern, and remained here until the out- 
break of the Civil War through which he served. He 
formed a partnership with his brother S. B. Luttrell 
under the firm name of S. B. Luttrell & Co. For the 
past 46 years he had conducted business at the same 
location, &’and during the year celebrated the fiftieth 
anniversary of his entrance into the hardware field. 


JOSEPH WINSHIP JACOB, 53 years old, and vice- 
president of the Charter Oak Stove & Range Com- 
pany, St. Louis, Mo., died recently. Mr. Jacob was 
born in Circleville, Ohio. When a boy he came to 
St. Louis and obtained a position in a hardware store, 
advancing until he became a salesman. He after- 
wards became identified with the Baltimore & Ohio 
Railroad as its St. Louis agent, until 1897 when he 
entered the sales department of the Charter Oak Stove 
& Range Company, and in 1903 was elected to the 
vice-presidency. 


Harry A. Licuty died at his home in Lancaster, 
Pa., recently. Mr. Lichty was in his fifty-ninth year. 
After graduating from school he entered the employ 
of the George M. Steinman Hardware Company, where 
he remained until 1883, when he was called to Shamo- 
kin, Pa., to manage a hardware business. He later 
returned and became identified with the Sheet Metal 
& Supply Company, remaining with this concern until 
shortly before his death. 


NATHANIEL W. DEERING, senior member of the firm 
of N. W. Deering & Son, hardware dealers in Atlantic, 
Iowa, died recently. Mr. Deering was identified with 
several fraternal organizations, and for sixty years 
had been connected with the Masonic order, being the 
oldest member in point of service. 


HENRY PAUL LouIS STENDER, a retired hardware 
merchant, and for the past sixty years a resident of 
Brooklyn, N. Y., died from heart trouble at his home 
there recently. Mr. Stender was in his sixty-fifth 
year and is survived by widow, three sons and a 
daughter. 


PAUL SEILER, formerly president of the Pierce Hard- 
ware Company, Oakland, Cal., also connected with the 
Paul Seiler Electrical Works, died at the residence of 
his daughter in San Francisco. He had been engaged 
in the electrical appliance business for the past forty 
years. 


J. J. St. Louis, a prominent hardware merchant, 
died at his home in Green Bay, Wis. Mr. St. Louis 
was in his eighty-second year, and for over half a 
century had conducted a hardware business. 


R. W. DAVENPORT, a well-known hardware merchant 
of McKinney, Texas, and prominent in business cir- 
cles, died at his home in that city, after an illness 
of twelve months. 


SAMUEL C. WatTTSs, a hardware merchant of Lynch- 
burg, Va., died recently, his death occurring several 
hours after he had taken an over-dose of laudanum. 
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Single Column Ads with Selling Punch—Playing Up the Price— 
Nautical Talk Helps 


Gather About the Fire, Children 3 phasizes the style of the fixtures: Everyone with a 

No. 1 (1 col. x 10 in.). From L. Tingle, ad man fireplace needs fixtures. It is not necessary to tell 
for the Graves Hardware Company, Springfield, people that they need them, they can be guided in 
Mass., comes this fireplace ad. Mr. Tingle has purchasing by the thought of appearance and Mr. 
sensed the selling appeal here accurately. He em- Tingle has thrown the weight of his argument on 


The Artistic in What D oes Demonstration Week 



























































es . ‘ 
Fireplace Fixtures W h D WEAR ‘EVER 
" = get a “utmost eo + mtd aS ay Aluminum Cooking 
replace equip it wit xtures 
that aes nprmcnious her its sur- M Yi — ioe 
roundings—fixtures that are ar- This week ct. 81) we 
tistic and away from the com- : nt ‘ shall have with us an expert § 
monplace. Ca 0 ou ner at “— ER 
ANDIRONS panes } seen Fe aRRRONR I She will show you by. actual 
“ een Nee Bt use, not. only how well WEAR- 
; EVER utensils ‘are made, but 
s how and why you can by their 
lis prod save food and fuel, time and 
e nj and continual expense 
| for kitchen ware. 
D°. x04 THE WEAR EVER 
stick to the ALUMINUM ROASTER 
old-fash- om 
ioned meth- 
od of break- 
ing your 
back over 2 
' washboard? 
; ) If seatistics 
.Made in brass and dull black could. be 
iron in many styles, adapted to -: summoned, 
‘every type of building, whether: they would 
cabin, cottage, bungalow or man- , undoukted- 
sion. ly show that many cases of 
FIRE SETS broken-down: health are due di- 
rectly to wash day drudgery. 
Do not. think that you you have no # 





.Stop.it! 
i: opis need of a roaster except at 
Thanksgiving or Christmas time. 
There js- hardly a day when one 
cannot be used to excellent ad- 
vantage for baking, steaming, 
tag for warming food, for 

ny, Ringe or as a ‘bread: or 


As an inducement to you 
to become acquainted: .with 
these many used We will offer 
during ‘the demonstration 


A Reduction of 109% on ; 




















Wear Ever Roasters 
Made. for: “usage _ but attrac- a ee ee te ‘ ‘ 
“tiveness has not: been neglected | In + homes equipped with the 
-iw the making. MOTOR HIGH SPEED WASH- 
‘ ING MACHINE wash day has 
Even in our This ai a oo ot oringp meee 
; S$ almost-human machine does 
WwooD BASKETS all the work, and does it right.. 
im f lin h 
the owe have been carefully othe are, washed sueelly welt Ee 
designed with an eye toward good ficiency ‘end “Economy are’ the, factor | 
A 2%-quart Wear-Ever Alumi- 
AE gt Oe num Ssucepan, during the dem- 
And for the further decoration ration, to any washing machine on onstration onl 
of * your fireplace are Spark . “9 oe bee Ri § it in oo yen ; ation ns y 
Sass ee, i D.-le 
- Bellows. Buy Fixtaras that an. At other times the price ‘is 70c | 
‘swer a double purpose—useful- | OCKETT | 
_ Regs and attractiveness. . COME?! 








Graves Hardware Ar ahora § St Graves Hardware 
Co The “i Hardware Store, 


‘The “<. ee Store, 
ain St. 


Co Main St. Just West of State ba M 
conti : wnnnaeell 


No. 2—If the housewife hasn’t 
No. . ae —— ee hee the old fashioned No. 3—The story of the demonstra- 
style of the fixtures wash means in drudgery, this ad tion is told without waste of words 
will bring her around quickly 
80 
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the side of good looks rather than utility. Hard- 
ware advertising calls for the exercise of this sort 
of judgment daily; next time the appeal may be 
strictly on utility or mayhap economy. The ad is 
attractively displayed; the cuts break up the text 
portioning it off to the reader in small doses, so to 
speak. 
The Deadly Parallel 

No. 2 (1 col. x 9%4 in.). If you are in doubt as 
to the best way to advertise that washing machine, 
just glance at this ad and then affix your signature 
to one just about like it. It is really one of the best 
washing machine ads that was ever published and 
there have been some good ones. Get the personal 
ring in the heading and then—bang—the answer 
that perhaps takes the words right out of the read- 
er’s mouth or rather mind. And then—another 
bang—the solution of the problem and the deadly 
parallel emphasizing to the reader the real drudg- 
ery of washing over the tub. If the housewife 
hasn’t realized what the old-fashioned wash means 
in drudgery, this ad will bring her around quick. 
The ad is displayed in a way to complement the 
strong appeal of the text. Sent us by Orr & Lock- 
ett, Chicago, Ill. 


A Story Told Succinctly 


No. 3 (1 col. x 10 in.). This is another ad from 
the Graves Hardware Company, Springfield, Mass. 
The story of the demonstration is told without 
waste of words and in a manner to create interest 
in the ware. Note the points mentioned in connec- 
tion with the saving of food and fuel and money. 
The special offer closing this ad should prove a 
double incentive for the housewife to visit the store 
during this demonstration. This ad contains a fair 
amount of type matter yet the display plan is so 
arranged that there is not the slightest suggestion 
of crowding. 

Playing up the Price 

No 4 (2 cols. x 5 in.). This ad of Hoff & 
Brother emphasizes two things, casseroles and 49c. 
Not content with the appeal of the low price alone, 


j 








: COO OC SOOO SORE SOS +OCe ereeeeoee 


: Buys One of These Beauti- 
49 C ful White Lined 
“GUERNSEY” 

7 Earthenwa re Casseroles 


In this beautiful 
dish you can cook 
and serve piping 
hot meals. Vege- 
| tables, fish, fowl 
—in fact, anything 
in food can be 
cooked and served 
in it. You will % 
have to see this § 
wine to appreciate its real worth. A valuable Cook Book ¢ 
with each dish. : 











See our windows. Glad to serve you. 


HOFF & BRO, a 


4203 Penn Square 
Both Phones. Reading’s Progressive Hardware Store. 








No. 4—The ‘eaniidl utility = the a dish is 
made plain 


the Hoff people add some real selling talk. The 
general utility of the casserole dish is made plain. 
In apportioning the space for this ad, Hoff & 
Brother show good judgment; the space, though 
limited, seems ample for a presentation of the 
casserole. 


81 


This Nautical Talk Helps 


No. 5 (2 cols. x 9 in.). Avast there, my hearties 
—and cast a weather eye on this neatly furled an- 
nouncement of Nock & Kirby’s. Yes, sir, Nock & 


Boat Ahoy! Fittings for the 
the Sculler 


Yachtsman and 


At Nock See Our 
and Window 
Kirby’s Display. 


Noted 
Low 
Prices. 








HEMP SPUN YARN, 1/- hank 
YACHT MARLINE, 1/- ball, or 2/- per 


. iim. BRASS BOAT HOOKS, 
handle, 4/- each. 
BRASS HORN CLEATS, 3%iz., 
ELM MAST TRUCKS— 


BRASS SWIVEL ROWLOCKS, 5/6 pair. 
COPPER STEM BAND, 1/5 per ib. 


BRASS ROPE LEADS, with lip, 7/9 pair. 
PURE WOOL BUNTING, 8%4 yard, 
BRASS THUMB CLEATS— 


without 


1/6 each. 

















WED nn cketeccénccata 1/6 each 2% s 3% 4 in. 
DS CE ec ceetisesccccse 1 
eer 1/- 1/3 Vv 1/6 each. b 
BRASS CHAIN PLATES— BRASS- FLAGPOLE 
4 5 6 7 & 17 tn. i 1% 1% inch 
10d 1/- V3 6 1/9 2/6 each. | 8/6 4/- 4/9 eaca 


DROP ANCHOR HERE, BOYS 
WHILE WE SPIN A YARN. 



































WE sTocK— WE SELL— SEE US FOR— 
PURE £MANILLA WOODEN 
ROPE, all sizes. BLOCKS, FLEXIBLE STEEL 
YACHT ROPE, all Singie. WIRE ROPE. 
sizes. Double GALV. IRON 
COIR ROPE. aes WIRE ROPE. 
NEW ZEALAND Treble All sizes 
FLAX. Purchase. stocked. 
OREGON SCULLS— ASH OARS— 
8 8% 9 9yutt. 6 7 t b 16 il 12 ft. 
10/- 10/6 11/- 11/6 peir. 7/6 8/9 W/- 11/78 13/4 19/3 21/. 21/- pate. 
STOCKLESS ANCHORS— - Renee ANC 
s 12 18 25 Ibs - we & 2 SS ee Ibs. 
8/6 10/6 16/6 21/- each. | 8/9 479 &/- 1/- 8/- 8/8 9/- 9/6 enc. 
BRASS eaten GALVANISED CHAIN PLATES— 
GD shbtedusicsddens 5/8 pair. . So .9 4% 8 in. 
‘e inc’ Bocesegecceseors 6/6 pair. 
BRASS GOOSEXECKS— 64 74 84 84 id 1/2 each 
2% 3 3% 4 in. BRASS RUDDER GEAR— 
“a os % inch 
3/9 4/6 6/6 8/6 each. 
BRASS ROFE LEADS— 3/9 /- 4/3 
b 6 8 toch BRASS en TEE CLEATS-- 
TTTTITiTeTrTrTTiTt 6/6 cage. 
7/6 pair. ¢ tech Gbve cece desecsec 7/6 each 








NOCK and KIRBY, LTD. 


The Home of Noted Low Priees Hardware P Drapery 
18% 190, 192, 134, 19a GEQRGE-STREET; yy at 4 18, 18, 21, 23 ec oenweoo- 
STREET tNear Cireviar Quay), SYDNEY 









No. ea t has a few individual touches that set it apart 


Kirby are out after the boat trade and they have 
worded their ad accordingly. This ad is really a 
listing and reminder announcement, but it has a 
few individual touches that set it apart and give it 
a peculiarly distinctive appeal. Note how the panel 
in the center of the ad stars certain articles. The 
whole ad is very complete in its listing and is prac- 
tically a miniature catalog of the boat hardware 
and equipment department in Nock & Kirby’s store. 
Sent us by Nock & Kirby, Sydney, Australia. 


Couldn’t Stand the Héodoo 


iq E was a college boy, home for vacation, and his 

mother’s cook had prevailed upon him to lend her 
five dollars. Much to the surprise of the family, cook 
departed from her practice of keeping such funds in- 
definitely and paid the debt promptly. When ques- 
tioned about it, she said: 

“No, dat boy never once ask me fer dat money. He 
never dun me at all; but when I serves his late break- 
fast in de mornin’, he always leave five biscuits on de 
plate, when he used to eat ’em all, an’ he tells me he 
likes five lumps of sugar in his coffee, when everybody 
knows dat’s too sweet. Den when I goes in my kitchen, 
I finds five raw potatoes on my table an’ five lumps of 
coal laid by my stove. Dem fives jes natchully ha’nts 
me, so I pays him!”—Ezchange. 


A CABLEGRAM from American Consul-General Snod- 
grass, at Moscow says: “Catalogs, price lists, discount 
sheets, etc., are required immediately on all manufac- 
tured goods imported by Russia. Many inquiries have 
been received.” 











Trade Conditions and Iron, 


Steel and Hardware Prices 





Hardware business is picking up. In- 
creased trade is looked for and it is confi- 
dently believed that in January the hardware 
business will show material betterment, .and 
will continue to improve from that month on. 


It is estimated that last week 300,000 to 





MARKET SUMMARY FOR THE BUSY 


READER 


400,000 tons of pig iron was sold. This is 
the first active movement in pig iron that 
has taken place in a long time. 

The opening of the reserve banks has 
helped the money situation and money is now 
available as low as 5 per cent. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., November 30, 1914. 


N our review of last. week in the iron, steel and 
hardware trades, we referred to a movement un- 
der way in the pig iron market that promised to develop 
very large sales for delivery in first quarter and first 
half of 1915. This has since largely materialized and 
in the past week it is estimated that 300,000 to 400,000 
tons of pig iron, mostly for delivery in first half of 
1915, have been sold. This is the first active move- 
ment in pig iron that has taken place in a long time. 
Probably the largest buyer was the American Radia- 
tor Company, which bought 108,000 tons for delivery 
in the first half of 1915. There were a number of 
15,000-ton sales, several of 10,000 tons and a great 
many of 5,000 tons going to the smaller consumers. A 
good part of this iron was sold by Buffalo furnaces 
and they have since advanced their prices about 50 
cents a ton, asking $13 for delivery through the first 
half of 1915, and $12.50 for prompt delivery. It is 
stated that a blast furnace at Buffalo and another at 
Detroit, that have been out of blast for a long time, 
will soon blow in as a result of these heavy sales. In 
the Cincinnati, Ohio, district there have also been 
heavy sales of pig iron. In the Cincinnati district 
most of the pig iron sold was foundry iron, but a large 
open-hearth steel plant at Newport, Ky., is credited 
with having bought 15,000 tons. In the Pittsburgh 
district the American Steel Foundries bought 15,000 
tons of basic iron for its Alliance, Ohio, and Sharon, 
Pa., works, and two other large consumers have bought 
about 15,000 tons. These are the first large sales of 
basic pig iron that have been made in the Pittsburgh 
district for some months. Also at Birmingham, Ala., 
there have been heavy sales of pig iron, the Tennessee 
Coal & Iron Company having sold about 30,000 tons. 
These heavy sales of pig iron are believed to be the 
advance movement of betterment in the steel business 
and indicate that consumers, who bought this pig iron, 
have faith in the future and believe they will have 
enough orders to keep their plants running and use this 
iron. As a result of this heavy buying at practically 
all the leading pig iron centers, prices are firmer than 
for some time, and at Buffalo are slightly higher. 

As yet, the better feeling manifested in the pig iron 
markets has not extended to finished material, but it is 
believed it will do so in a short time. An announce- 
ment of much importance to the trade is that sent out 
from Pittsburgh last week to the effect that a leading 
steel company in this city has decided to sell its iron 
and steel products, and it makes practically a complete 
line, for delivery through first quarter 1915 at present 
prices, and in addition, has authorized its sales man- 
agers all over the country to meet the market. It has 
been the experience of this particular steel concern, and 
also of others, that sentiment will not sustain prices 
or advance them, but it needs absolute orders on the 
books to do this. 

Consumers all over the country have been watching 
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developments in the steel market very closely and are 
as fully posted on conditions as the steel makers them- 
selves. It is believed that consumers now realize it is 
a good time to buy, as prices are certainly close to cost, 
if not entirely there, and there can be no risk in buy- 
ing ahead for the next four to six months at least. The 
action of the large steel company referred to above 
will be followed by others in order to protect their in- 
terests and serve their customers. For this reason it 
is expected that December will witness a more active 
buying movement than we have had in any month this 
year. This was the experience of the steel trade in 
December, 1911, when very heavy bookings were made 
by the mills, some of the contracts running all through 
the year of 1912. 

Conditions in the steel market are best gauged by 
active ingot capacity and in the past week this has 
run between 35 and 40 per cent. The Steel Corporation 
has a total of 119 blast furnaces and of these 74 are 
idle and 45 active. This shows very clearly the de- 
pressed conditions existing in the steel business and 
they have been in existence for the past two years. 

In times like these with signs of renewed activity, 
the daily press is prone to greatly exaggerate actual 
conditions. A large steel plant may close down for 
one week, awaiting an accumulation of orders, and 
start up the next week on single turn. This starting 
up is taken by the daily press as an indication of a 
boom in the steel business and it is published far and 
wide that this particular steel plant has orders ahead 
for months, while the facts usually are that it has 
enough business booked to possibly run three or four 
days, or not over a week. 

There have also been some orders for rails, the New 
York Central having placed 25,000 tons and a good 
deal of foreign business has been placed. An inquiry 
is in this country from Norway for 25,000 tons of 60, 
70 and 80-lb. rails and 5,000 tons of track supplies, bids 
for which were opened at Christiania on November 27. 
France is also in the market for a large tonnage of 
light rails to be used in building a portable railroad 
around trenches used by the soldiers. The Atchison, 
Topeka & Santa Fe has placed an order for 6500 tons 
of tie plates with the Rail Joint Company of Chicago, 
and these will be rolled by the Illinois Steel Company 
in its South Chicago mills. Taken as a whole, present 
conditions in the steel trade and the outlook for the near 
future are better than at any time in the past year, 
and it is confidently believed the turn has been made. 
Prices are likely to remain low over the first six months 
of 1915, or until the mills get a fairly large amount of 
actual business on their books, after which they are 
more likely to turn down oiders at low prices and take 
a fixed stand for higher figures. 

At the meeting of the Pittsburgh Retail Hardware 
Dealers’ Association, held on Friday evening, Novem- 
ber 27, a number of the members stated that business 
in hardware was picking up to some extent and they 
look for increased trade right along. Consumers watch 




















December 3, 1914 


the market as closely as the jobbers and retailers, and 
are more inclined to buy when they feel the market has 
touched bottom and is likely to advance. There have 
been heavy sales of barb and smooth fence wire in the 
farming districts, the pleasant weather all through 
November and the fact that the ground has not. frozen 
yet, allowing the farmers te build new fences and make 
other repairs about their farms. The very heavy grain 
crops in the West, it is believed, will bring out a big 
demand for agricultural machinery and the implement 
makers are looking forward to a heavy business next 
year. It is not likely that December will show much 
improvement in the volume of sales in hardware, as 
the men are called in from the road a week or so before 
Christmas and do not go out again until after the new 
year. December is also the month for inventory and 
closing up the year’s business, and for these reasons 
not much increase, if any, in business over November 
is expected. It is confidently believed, however, that 
in January the hardware business will show material 
betterment and will continue to improve from that 
month. Prices on all lines of hardware goods are low 
and it would seem that jobbers and retailers would run 
no great risk in stocking up over the first quarter, at 
least. 

The opening of the reserve banks has greatly helped 
the money situation and money is now available at as 
low as 5 per cent. while a month ago 7 per cent. was 
charged. Collections are reported fair, and it is be- 
lieved, will be better after the first of the year. 


WirRE NAIts.—Continued foreign inquiries are be- 
ing received by local mills for wire nails for shipment 
to England, and also to several other foreign countries. 
American makers of wire nails are asked to ship nails 
to England in 112-lb. packages, this being the accus- 
tomed way over there instead of 100-lb. packages as in 
this country. The domestic demand for wire nails is 
only fair and mostly for small lots. Specifications 
against contracts are not coming in very freely. Ma- 
terial betterment in demand for wire nails is looked 
for very soon in the new year. Prices are only fairly 
steady and gn desirable orders for prompt shipment 
$1.50 per keg has been done. 


We quote wire nails as follows: In carload lots to jobbers, 
$1.55, f.o.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. 


Cut NAILs.—New demand is light and mostly for 
small lots to cover actual needs. The only cut nail mill 
in the Pittsburgh district has not been working full 
time for some months. Specifications are only fair and 
prices are not strong. 


We quote nails at $1.55 to $1.60 per keg in carload and 
‘arger lots to jobbers; carloads to retailers, $1.60, f.o.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


BARB WIRE.—There is continued foreign demand for 
barb wire, mostly from England, but France, South 
America and also India have been fairly large buyers. 
A Youngstown, Ohio, maker of barb wire recently 
closed a contract for 2,000 tons on which shipments are 
now going forward. The domestic demand is better 
than for some time, but is not as heavy as usual at this 
season of the year. Mills report specifications against 
contracts as fairly satisfactory. Prices are somewhat 
weaker and in sympathy with wire nails, have declined 
about $1 per ton. 


We quote painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 
point of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—The new demand is mostly for small 
lots, less than carloads, and the amount of fence wire 
moving out from the mills at present is lighter than 
usual for this season of the year. Prices on annealed 
and galvanized fence wire have declined about $1 a ton. 

Prices are as follows: Annealed fence wire in carload lots 


to. jobbers, $1.35 to $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—An item of interest in the 
steel bar trade is that a leading mill in the Pittsburgh 
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district has announced that it will sell steel bars at 
present market prices for delivery through first quar- 
ter of 1915, and intends to meet the market. The pres- 
ent price of steel bars is 1.10c. on general current or- 
ders, but on a very desirable specification for prompt 
shipment, 1.05c. could be done. There is some inquiry 
for contracts for steel bars from the agricultural im- 
plement makers and mills are quoting 1.15c. for de- 
livery through first half of 1915. The new demand for 
steel reinforcing bars is fairly active, as the building 
season has been prolonged this year later than usual. 
For common iron bars there is not much demand and 
only for small lots, prices ruling very low. 


__ We quote steel bars at 1.10c. for delivery this month and 
in December, while for first quarter the makers are quoting 
1.15c. We quote common iron bars at 1.15c. to 1.20c., f.o.b 
Pittsburgh. 


Nuts, BoLts AND RIvets.—The new demand for nuts 
and bolts is not any better, being mostly for small lots 
to cover actual needs. Boiler and structural rivets are 
also quiet and prices are none too strong. 


We quote structural rivets at 1.40c. and boiler rivets at 
1.50c. in carload lots, small lots taking an advance of about 
lc. Discounts on nuts and bolts are as follows in lots of 300 
lb. ~ over, delivered within a 20c. freight radius of maker’s 
wot ks. 


Ce Ce BO I, Cs. ot no's enc Ke ann 80 and 5% off 
Small carriage bolts, cut threads........... 80% off 
Small carriage bolts, rolled threads....80 and 5% off 
Large carriage bolts 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Large machine bolts ............cee:. 75 and 10% off 





Machine bolts, c.p.c. & t nuts, small........ 80% off 
Machine bolts, c.p.c. & t nuts, large..... 75 and 5% off 
Square h.p. nuts, blank and tapped...... $6.30 off list 
PES TD... ct whbsewcerwancdsauas 7.20 off list 
C.P.C. and r. sq. nuts, blank and tapped. $6.00 off list 
Hexagon nuts, % and larger........... 7.20 off list 
Hexagon nuts, smaller than % in...... 7.80 off list 
C.F. Dem. GUO WHEE «oc ccc's cvlcsceces 5.50 off list 


CP . See GRE occ ccccccsccses $5.90 off list 
Semi-fin. hex. nuts, in. or under. .85, 10 & 10% off 
Semi-fin. hex. nuts, in. and larger... .85 & 5% off 
Rivets, 7/16 x 6%, smaller & shorter. .80, 10 & 5% off 
Rivets, tin plated, packages........ 80,10 and 5% off 
Rivets, metallic tinned, packages... .80, 10 and 5% off 
Standard Cap SCTEWS ..........0- 70,10 and 10% off 
Standard set-screws ........+.... 75,10 and 10% off 


SHEETS.—There has been slight betterment in the 
new demand for sheets, but mills report that specifica- 
tions against contracts are only fair. The market is 
none too strong and it is evident that most large con- 
sumers are holding back from placing contracts until 
fully satisfied that bottom prices have been reached. 
On a very nice specification and for prompt shipment, 
No. 28 Bessemer black sheets have sold at 1.80c., and 
No. 28 galvanized at 2.80c. 


Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 
of invoice: 

Blue Annealed Sheets 


Cents per Ib. 

as *i Me es 8. 8 a o ciie & ab ke a Ol ee 1.30 to 1.35 
<i at ee rae ae 1.35 to 1.40 
Boe Be UR Bs 6 osc reeds bs Ses 2 we Fa By 1.40 to 1.45 
See (ae , , ob ttiided woes dene Onn 1.50 to 1.55 
See ee Pe A ks be wh caer cdwk nebo 1.60 to 1.65 

Box Annealed Sheets, Cold Rolled 

Cents per Ib 

SS a Ol eee 1.50 to 1.55 
A EY oo ais A 8 ee ek Gan eek 1.50 to 1.55 
Be Se ae Pe ee ee ae 1.55 to 1.60 
Rs ee CO a in rd wale ee ob qb heres 1.60 to 1.65 
ee, ee OO 3 a Sk ov eb ae « cae oh es beasts 1.65 to 1.70 
p ON BO ” ee 2 ae ee ee ee ee en 1.70 to 1.75 
I A a il a al le ee ele a 1.75 to 1.80 
En Sd cr hi SVE CER Cet becedctiiweeos 1.80 to 1.85 
SG, Sd on 6 eb oth eed Ce ode aeeaded eee cheek 1.85 to 1.90 
nn ne me ated ool ik ote daa ka eee 1.90 to 1.95 
SS Sg ko os OUST CS EERE WORE SR OC hE RAED 2.00 to 2.05 

Falvanized Sheets of Black Sheet Gauge 

Cents per Ib. 

rr See Bee se kok bee eee aeeee -. 1.85 to 1.90 
OB: RP ye 4 ok wae eu Bebe bua 1.95 to 2.00 
ON FD er ee ree, eee 1.95 to 2.00 
es ee I ee sin eme awe 2.10 to 2.15 
Ot ke Pe Saree rere fee ree 2.25 to 2.30 
TN ES re ee 2.40 to 2.45 
, F 5 Seep ie AP tage BP, GR LA, 2.55 to 2.60 
2 an be ae wh bbe db eiaaee 2.70 to 2.75 
Nees AA a RE ey Bie R | SE a 2.85 to 2.90 
ES 6 eos Can ain e' 9 gibh eh Ot ack peas ae 3.00 to 3.05 
WEP hiss chat ee lk phe eh édevwdoeaede .15 to 3.20 
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CORRUGATED ROOFING SHEETS BY BY WEIGHT 
Painti see 29 "29 to 28 19 to 24 12 to 18 
Graphite, pl = lle alti i 0.25 0.15 
Formi 


n 
8, 216, 8 and 5 in. corru- 


0.05 
2, Vcrieaned without sticks 0.05 0.05 0. 
to 1% in. corrugated... 0.10 0.10 0. 
, V-crimped without sticks 0.10 0.10 0.1 
Pressed, standard seam, 


0.05 


with cleats .........66.. 0.15 0.15 Fn oer 
Plain roll roofing, with or 
without cleats ......... 0.15 0.15 0.15 
3/15 in. crimped .......... 0.20 0.20 0.20 
eatherboard siding ...... .... 0.25 0.25 
Beaded ling ce enh le ik Ghats dara ta 0.25 0.25 
Rock face brick and stone 
 Vcwabud ewabis Onbucel xe ws 0.25 0.25 
Roll and” oe ee with 
ofing SE NOD AP 0.25 0.25 cai 
~— ag 12 in., and 
REE B STEEN Gey TET ee apes 0.25 0.25 


Ridge" ” soll and flashing ai 
(plain or corrugated) toe ae ee 0.65 0.65 0.65 
BoILeR TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, on steel and from January 2, 
1914, on iron, are as follows: 





Lap Welded Steel Standard Charcoal Iron 

1. a: Sarees 6 BS Re ae ee ee 
et i hae a 5 1 I 49 
2% and 2% ew hk dé ak a Raa Se a Seren 45 
and ou es pak Or, See oe wee s & Teper eae 54 
8% and 4% in.......... 72 | 3 and 3 ie Rie a 57 
ee deiehs ha cee? 65 | 3% and 4% in.......... 60 
& £ | Seeger oo EP ¢ y ery < 49 


ighe Tceemnetive and steamship special charcoal grades bring 
r prices. 
Bt in. and smaller, over 18 ft., 10 per cent. net extra. 
in. 1. ane larger, over 22 ft., 10 per cent. net extra. 

than carloads will be sold at the delivered discounts 
or ae carloads, lowered by two ints for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. On standard charcoal iron tubes for 
desirable orders the above discounts are ed an extra 5, 
and occasionally two 5’s by some makers. 


TIN PLATE.—As yet, the leading makers of tin plate 
have not announced prices on contracts for delivery 
through all of 1915, but it is probable this will be done 
in a short time, and it is generally expected the price 
will be $3.25 per base box. A fairly large amount of 
tin plate has been placed under contract with the mills 
for delivery on the Pacific Coast in the first quarter of 
1915, but in no case was less than $3.25 per base box 
done, and some sales were made at higher figures. The 
new demand for tin plate is dull and operations among 
the mills are slowing down a good deal. The average 
rate of operation at present is not over 40 to 45 per 
cent. 


We quote 106-lb. coke plates at $3.25 per base box, de- 


pending on the order 
We quote 100-Ib. haves plates at $3.10 to $3.20 per base 


box, f.o.b. Pittsburgh. 
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STANDARD PipeE.—December is always the dullest 
month in the year in the pipe trade, and this month is 
not likely to prove an exception. It is believed, how- 
ever, that very soon in the new year the demand for 
merchant iron and steel pipe will be a good deal better. 
No large gas or oil lines are in the market and none is 
expected until early in the new year. Discounts on 
steel pipe are fairly well held, but on iron pipe are be- 
ing shaded. 


WrovuGHT Pire.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from November 2, 1914, and iron pipe 
from June 2, 1913, all full weight: 

















‘ia Butt Weld 
ee 

Inches ee my Galv. Inches Black Galv. 
» %& and %. 53 | eae 66 47 
ots fb betas we ‘8 67 oe Gb ae ee So0 ee 46 
Oe: Bees eters 81 | eee rer 69 56 
| SS 72 61 

Lap Weld 
ids caine «aie 78 69 1 thticestinne oS 45 
8 eR Seer oe 80 71 SR aiah iy hee Wome ae 67 56 
 & See 7 Eg ee oe EN ee ae ee 8 58 
Re ome 34. ..0kks 634%, .. 2% to 4........ 70 61 
OeAS hte ae 1 4 ke eee 61 
2 2 | Seer rr & 55 

Reamed and Drifted 
Se By Re ws 79 #2~-70 1 to Mel butt... 70 59 
D iseb oid ¥ si 76 67 i 4a 70 59 
2% to 6, lap. 78 69 1%, a. iKhbh wee 54 43 
1 , . gn ty Se 65 54 
Stihl ould a beie 66 56 
2% "te 4, lap.. 68 59 
Butt Weld, extra strong, plain oa 
» 4% and i> ae en. 2 a ws bas. 66 b vids wh 63 52 
SE ae ae 67 ie et oe ee a 60 
De ss baods 78 71 OP Bus aceces 71 62 
8 ARS Py ve) 6% and 2%...... 72 63 
Lap Weld, extra strong, plain ends 
Sta a-ok so aewe x om 75 66 BD dies obi n a beer 65 59 
iff ee eee 77 6 Beebe baiee dbase 66 58 
4 OP Sua aes % 76 67 Bee- OO Griccccce 70 61 
gg 2 Bes? 69 58 4 Pe Diiidseeeas 69 60 
a ee eee 64 53 7 Wivcve'e st oer 3 53 
<< 2 error 58 47 
Butt Weld, double extra strong, plain ends 
Lic ce M hltte Staite 64 57 added» bio ebe ae 49 
x > aaa 67 60 2 Tae 60 52 
Oe Baie ks sha 0% 69 62 and 2%....a@.. 62 54 
Lap Weld, double extra strong, plain ends 

Or eve Vane asda eet 65 Se ee ere 55 49 
2 os peer et 67 60 2 gt eS raeree 60 54 
4 OP Cie vk’ 66 59 4% to 6. 59 53 
oT  Bancensaoee 59 _, Bk £ 2 Re ferry 52 42 





To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 
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Office of HARDWARE AGE, 
Chicago, Illl., November 30, 1914. 


ALES managers are erjoying the rather unusual 

experience of checking weekly sales reports which 

are equal to, or better than former records for the 
same period of the year. 

The spirit of optimism which has been current for 
several weeks is being tangibly demonstrated by in- 
creased purchases by retailers. While wholesalers are 
still conservative in their purchasing there is evidence 
of the removal of restrictions which have been placed 
upon their buyers for several months. 

Of especial interest are reports that southern re- 
tailers are paying their bills with more promptness 
and that the outlook in this section is considerably im- 
proved. 

Definite statements from the Middle West show that 
a general filling in of stocks is under way. These sales 
are not of startling proportions and there is nothing 
in the situation that indicates a particularly large vol- 
ume of business for the last month in the year. With- 
out question, however, the only reason that purchases 


are not much larger is the fact that stock taking is al- 
most at hand. 

Goods for spring delivery are being contracted for 
more readily than at any time during the year. Re- 
frigerators, lawn mowers, screen wire and screen hard- 
ware are being bought in quantities which compare 
very favorably with last year. Wire fencing for spring 
delivery is being bought in fair quantities. Comparison 
of records does not show that this product is being con- 
tracted for as heavily as usual, however, in spite of 
the fact that there is a firmer tendency in prices of all 
products of iron and steel. 

The number of idle men in the West is being reduced 
each week. The millions which are being spent by for- 
eign countries for war supplies are increasing the feel- 
ing that the tide has turned and that conditions will 
continue to improve. The fact that railroads are be- 
ginning to come into the market for needed supplies 
is probably an encouraging factor of more general in- 
terest than the export trade. 

Collections as a whole show improvement and this in 
spite of the fact that farmers continue to show a dis- 














December 3, 1914 


position to hold their produce for higher markets and 
are thus unable to meet their obligations to retailers. 

Conservative forecasters anticipate a gradual im- 
provement in hardware buying which will continue un- 
til stocks have been inventoried. At that time it is 
confidently expected that the revival will assume pro- 
portions which have not been equalled for a number of 
years. 


WrirE Narits.—Sales for the past week show consid- 
erable improvement over the records of the two weeks 
before. Purchases are generally for the purpose of 
rounding out stocks but the tone of inquiries has im- 
proved to a marked degree. 

Prices quoted in this report take into consideration 
the freight rate advance of 5 per cent. now effective. 
The rate from Pittsburgh has been 18c and under the 
new tariff is 18.9c. We quote wire nails, f. o. b. Chi- 


cago: 
Cees Or Sees ss ose biveeessiseaveod $1.739 base 
Carieadia to. TetnterGi. oc cccdccceccerecsee 1.789 base 
Less than carloads to retailers.......... 1.889 base 


STAPLES.—We quote staples, f. o. b. Chicago, bright, 
same price as nails. Staples, galvanized, an advance 
of 40c. So cake 


BARB WIRE.—The fact that open weather has per- 
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mitted farmers to get ahead of routine work is given as 
the reason for a very fair demand for this product. 
Specifications from retailers are conservative. We 
quote, barb wire, f. o. b. Chicago, as follows: 
Carloads to jobbers, 
Carloads to jobbers, 
Carloads to retailers, 


Carloads to retailers, 
An additional advance 


FENCE WIRE.—Retailers are contracting for wire 
fencing for spring delivery in fair quantities. Orders 
for the past week have shown marked improvement. 

There is an active movement of fence wire for man- 
ufacturing purposes. 

We quote fence wire, f. o. b. Chicago, as follows: 



















to jobbers, annealed............... $1.539 

to jobbers, galvanized.............. 1.939 

to retailers, annealed.............. 1.589 

retailers, a so ban 6d wee U5 1.989 

An advance of 10c. for less than carloads. 


LINSEED O1L.—We quote f.o.b. Chicago, strictly pure, 
old process oil: 


Ce Se nc we pam eede-neseneodmbs chews 45c. 
Comes We be oe ew ccrécocievecdsvéscéeede 46c. 
SP BROS. DOT: TO 6 pico occ ot 60 68 6e bes éved 47c. 
5 a ee ee e.g... Ci chesasosee bee eeen 48c. 
Lees than 6 barrels, rAW...... cc cccccccccsces 49c. 
Less than 5 barrels, boiled............ee05e08. 50c. 
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Office of HARDWARE AGB, 
New York, November 30, 1914. 


HE domestic trade situation relative to internal de- 
mand has not changed materially in the past 
week or two. Foreign business has increased rapidly, 
and always for a wider assortment. Large, long time 
contracts are being made for guns, army rifles, re- 
volvers, ammunition, harness, saddles, traction engines, 
barbed wire, scabbards, wagons, sleds, motor trucks 
and automobiles, blankets, sweaters, clothing, under- 
wear, shoes, horses, mules, foodstuffs and other much 
wanted commodities, not only by belligerents but neu- 
trals. Ultimately this benefits the country at large be- 
cause of increased buying power. 

A well informed person back from a business trip 
speaks of contracts for $80,000,000 worth of projectiles 
for one country alone. The president of a steel com- 
pany is said to have contracts for $50,000,000 worth 
of raw material and a leading wagon plant is reported 
to have contracts for $15,000,000 worth of wagons, au- 
tomobiles, etc., while seven figures are common in other 
lines. 

In domestic business for internal consumption ton- 
nage is light, but apparently a little better than two 
weeks ago, although not much. Some of the leading 
department stores have laid off large numbers of em- 
ployes at a time when they generally increase their 
forces because of holiday trade. 

In contrast there are business men who look for a 
better trade situation after the turn of the year, but 
in the meantime merchants are buying only what they 
are compelled to have. Whenever the temperature has 
dropped materially in an exceedingly mild autumn, 
business in seasonable goods has been much better. 

The best trade is from the Middle West, and the least 
from the South because of the suspension of cotton 
shipments. This situation is improving, however, on 
account of larger sales for foreign account where the 
demand is great and the price in some instances over 
20 cents per Ib. With a freer movement of the South’s 
chief product, which is by far in dollars the country’s 
largest export, this condition will improve and mer- 
chants will be better able to collect debts and extend 
new credit. While it is easy to predict and philosophize 
it is nevertheless true that clear headed men believe 
with the exercise of reasonable patience that we will 
gradually work toward higher levels. One assurance 
of that is the steady gain and return to more normal 
conditions in finance, transportation and other channels 
not only in the United States but in foreign countries. 
Very much in our favor nationally, a point not to be 





overlooked, is that the war came at a time when our 
crops had not been sold or contracted for, which means 
the increased profit will come to this country. The 
estimated percentage of yields in all crops for the 
United States is 9.4 per cent. greater than last year, 
and about 2.3 per cent. above a ten year average, al- 
though 5 per cent. below the record crops of 1912. 

Bank clearings and railroad gross earnings are much 
below last year; the reduction in the latter for the first 
half of November aggregating 12.1 per cent. Bank 
clearings last week at the leading cities of the United 
States were only $1,858,295,618 compared with $2,273,- 
681,371 for the same week in 1913, and $2,552,144,870 
for the corresponding week in 1912. 

The easier financial situation following the establish- 
ment of the Federal Reserve system is encouraging, 
and there is a relaxation in rates for commercial paper. 
There is also a better tone in the market for time and 
call money. 

According to a high official in the largest powder 
company in this country the United States is now doing 
the greatest powder business in the world. There are 
many foreign countries, notably in Europe and South 
America, which have no powder factories of their own. 
There is only one powder factory in all South America. 
Supplies of powder bad been received from Germany 
and England principally, before the European war. 

One firearms company in New England is about ready 
to start its new gun barrel department, machinery for 
which has recently been installed. Formerly all of this 
concern’s gun barrels were made in Belgium. 

Up to November 24 there have been admitted to 
American registry 88 vessels totaling 310,541 gross 
tons added to the American mercantile marine under 
the emergency ship registry law of August 18 last. 

Wire Natits.—The market for wire nails is a little 
easier. Hardware merchants as a rule expect to order 
somewhat more freely after January 1, following in- 
ventory, but for the remainder of the year not much 
change is looked for. 

Wire nails, out of store, are held nominally at $1.85 base 
per keg, but concessions are obtainable. 

Cut Naits.—Current business is very light and 
likely to remain so until after the beginning of the New 
year. November will probably show a decrease from 
the preceding month. 


Cut nails, out of store, are held at $1.80 per keg base. 


WINDOow GLAss.—The turn-over in glass continues 
light, and buying is of hand-to-mouth character, al- 
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though jobbers find thut cold weather has stimulated 
purchases slightly in order to close up buildings in 
course of erection. 

There is more evidence of exporting and it is reported 
that recently 150 carloads of window glass were shipped 
from the producing districts for South American trade. 

There are also inquiries here from Europe for single 
and double strength glass of approximately 15 and 21 
eunce weights, respectively, one of which is from Eng- 
land. Pilkington Bros., Great Britain, are the largest 
and practically the only manufacturers of importance 
in that country. A third of their men are away at the 
‘war, which greatly reduces the output and compels mer- 
chants in the United Kingdom to look elsewhere for 
supplies, as Belgium and other continental countries 
are:cut off, wholly or partially. 

Window glass in the Eastern market is unchanged at 90-10 

to 90-15: per cent. for single thick, and 90-15 to 90-20 per cent. 
discount for double thick, from jobbers’ list. 
_ Rope.—Manufacturers of rope are still holding it at 
about the prices made the middle of October. Orders 
are not good and buying is generally just about what 
dealers and consumers feel that they must have. 

The big trunk line railroads with termini in New 
York are using more rope because of putting back into 
commission many tugs, floats, lighters and other har- 
bor craft, acting as tenders for deep sea steamers, 
carrying exports to Europe and elsewhere. There is, 
however, little increase in trade from ship chandlers, 
who do not appear to be ordering, except as compelled 
.to and very moderately. 

Manila rope to retail trade, first grade, is still on 
‘the basis of 12c. per lb. 

LINSEED O1L.—Orders for linseed oil are a bit better 


than they were two weeks ago. As well informed 
people in this trade know, linseed oil has the best chem- 
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ical affinity in combination with white lead in the 
manufacture of paints. 

There are other oils which may be used, as a bond, in 
mixing paint where substitutes for white lead are used, 
but not in connection with white lead. 

As metropolitan territory is large and important, 
there is naturally considerable competition for the busi- 
ness, which keeps prices as low as possible, as if there 
is any concession possible, it occurs under such condi- 
tions. 

Linseed oil, raw, city brands, in 5 or more bbls., is 47c., and 
less than 5 bblis., 48c. per gal. | 

BRASS AND CoPPER.—There was a moderate advance 
in price on brass material, November 24. 


b Ay quote brass sheets 14c., brass wire and rods, 13 %c. base 
each, per Ib, 
Seamless brass tubes are unchanged at 15c. and seamless 
copper tubes 18i%4c. base per Ib.,. to the average trade, with 
closer prices to jobbers in larger quantities, as customary. 
Business in these lines is a little better, and there is 


a stronger tone, based on a larger consumption. 


NAVAL STORES.—A little more strength is apparent 
in this. territory in naval stores, in sympathy with the 
primary market, where the receipts are moderate in 
volume and offerings by independent factors not 
pressed. It has been stated that the primary price was 
within a quarter cent of the figure which the associated 
factors had fixed for the low point, which is regarded 
as an indication that they were acquiring control of 
the situation. 

Spot turpentine, in yard, is quoted on the basis of 47%c. to 
48c. per gal., with but a moderate demand. 

Rosins are nominally about as they have been, but 
on reasonably fair orders concessions have been made. 


Common to good strained, in yard, on the basis of 280 Ib. 
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per bbl., is quoted at $3.75 and D grade at $3.95 per bbl. 








Office of HARDWARE AGE, 
Cincinnati, Ohio, November 30, 1914. 


USINESS and manufacturing concerns in this ter- 
ritory have a great deal more confidence in the 
future. It is generally believed that the bottom has 
been touched, and that the upward swing has started. 
This opinion has some foundation in fact, and no more 
striking evidence of returning faith in business can 
be cited than in the comparatively large purchases of 
foundry iron that have -béen made lately. It is not 
generally known, but more pig iron is invoiced out of 
Cincinnati than from any other point in the world, and 
naturally the local trade uses pig iron as a barometer 
more than is done in other sections. 

The large number of machine: tools that have been 
ordered here by European customers has enabled quite 
a number of plants to operate on full time and with 
full forces. In many instances night shifts are em- 
ployed to make deliveries on time. This condition has 
naturally helped the hardware trade in many ways. 
Hardware stores making a specialty of machine shop 
and mill supplies have naturally been greatly benefited, 
while the purchasing power of the workmen has been 
considerably increaséd, as is evidenced by reports in- 
dicating that the month of November is far ahead of 
October in the cash business received. In a few in- 
stances the cash trade showing for November will about 
equal that for the corresponding month of 1913. 

Some complaint is made as to the light volume of 
charge sales, but many merchants overlook the fact 
that the inventory season is at hand, and that pur- 
chases are usually curtailed at this time. 

One very encouraging feature to the jobbers and 
manufacturers is the very low stocks being carried by 
the retailers just now. Everyone predicts that when 
business does really open up, much larger orders will 
be placed for goods than for several years past. Man- 
ufacturers of a number of staple hardware goods, such 
as screws, bolts, etc., evidently look forward to a busy 


Spring season, a8 many of them are refusing to accept 
orders for shipment beyond April 1. 

Traveling salesmen report the country merchants in 
southern Ohio, Indiana and northern Kentucky as be- 
ing infected with the general optimistic feeling extant. 
It is stated that collections from the farming trade 
have been very good in most sections. However, quite 
a number of Ohio country hardware merchants were 
heavy losers on ammunition sales, the ban against hunt- 
ing on account of the hoof and mouth cattle disease ex- 
isting in different parts of the state. The state au- 
thorities have now curbed the trouble, and hunting is 
allowed in all except the few infected counties. 

Local harness and saddlery manufacturers have re- 
ceived orders from Europe, since the war began, that 
are estimated to total over $2,000,000 and their pur- 
chases of supplies have both directly and indirectly, 
helped out the hardware trade. 

The building hardware trade is slow, as is usual at 
this season of the year. In wire goods, there is little 
demand for poultry netting, but shipments of barbed 
wire to country mechants are fairly satisfactory. There 
is also a call for wire nails for both prompt and de- 
ferred shipment, although no long time contracts are 
being accepted at present prices. 


THE DIAMOND DooR HANGER COMPANY has been 
chartered with a $25,000 capital stock, with offices in 
Brooklyn, N. Y., to manufacture door hangers, hinges, 
rollers, appliances for hanging and moving doors, tran- 
soms, etc., hardware and metal specialties. The officers 
of the company are: Geo. W. Mears, president and 
treasurer, V. C. Mears, vice-president, and C. P. Mears, 
secretary. 


THE WINKLEY COMPANY, Detroit, Mich., manufac- 
turer of metal specialties, has awarded the contract for 
the erection of a one story addition to its plant at 866 
West Warren avenue. 
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TWO STYLES OF OFFSET BOOTS 


By A. F. MUELLER 
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Patterns for offset boots 


N FIGS. 11 and 12 are shown two styles of offset 
| boots used in warm air furnace work. Fig. 
12 requires less material and work, but is only 
adapted for one size of collar, while in Fig. 11 any 
size of collar up to the length and width of the face 
can be used. Fig. 1 is a long offset, Fig. 2 is a short 
one and Fig. 3 one that is frequently used but is 
open to the objection that it is smaller in section 
than the stack and will retard the flow of air and 
should be discarded as an unpractical and undesir- 
able fitting. 

As boots of regular shape of this style have ap- 
peared in these columns, and their development of 
patterns been explained, only the method used to 
lay out the sides will now be shown. Draw two 
parallel lines as B-P and Q-R a distance apart equal 
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to the width of the narrow way of the stack. From 
Q-R set off the amount of the offset, as K, and draw 
the lines T-U and V-S a distance apart equal to the 
width of the boot face as S-U. Locate some point, 
as A, to represent the throat at the top angle and 
when the hight is not confined to exact measure- 
ments in a long offset, a line is drawn from A at an 
angle of 45 degrees to A-P, intersecting the outline 
at F. With A as center and any radius describe an 
arc, B-C. With B and C as centers and a greater 
radius than before describe arcs that will interseet: 
as at D. From D draw a line through A, intersect- 
ing the outline at E, and then will E be the heel at 
the top angle. In the same way locate J and draw- 
ing a line from E to J and lines B-Q, S-U to repre- 
sent the top and bottom will complete the outline 











88 


of the side of the offset. In the short offsets the 
line E’-J’ is drawn at an angle of 45 degrees. When 
the hight must be particularly confined within cer- 
tain given measurements, the points A and J are 
located and lines drawn from them, tangent to arcs 
described from A and J whose radii are the distance 
between the sets of parallel lines that were first 
drawn... 

M’ is a section of the seam at M. S is a section 
of the seam between the head and the sides. Fig. 
4 shows 4 styles of seams between the collar and 
the head. 

Fig. 5 is a side elevation of a round to rect- 
angular offset, whose outline is obtained in the 
manner described above. Bisect the line 1-7 and 
describe the half profile, which space into an even 
number of equal spaces and from the points draw 
lines at right angles to 1-7 to intersect the miter 
line 1°-7° as 1°, 2°, 3°, ete. Continue the line 1-7 
and place on it the lengths of the spaces in the half 
profile and from the points erect perpendiculars, 
to which, project at right angles the miter points 
on the line 1°-7°. As to the line 1, project the 
point 1°, to the line from 2 project the point 2°, 
ete. Connecting the intersections located in this 
manner will produce the net half pattern for the 
piece I. 

The pattern for piece III is found in a similar 
manner in which the seam is placed in a long side 
and to one side of the center so that the seams in II 
will not interfere with it. All points are lettered 
so there should be no trouble experienced in devel- 
oping the pattern as shown in Fig. 6. 

Piece II is a transition piece whose profile on the 
miter line A-B is a rectangle and whose profile on 
the miter line 1°-7° is an ellipse. From the points 
on the upper half of the miter line, 1° to 4°, draw 
lines to the upper corner of the intersection be- 
tween the pieces II and III or point A on the miter 
line. From the points on the lower half of the 
miter line 1°-7°, draw lines to the lower corner of 
the intersection or the miter point B, and all of 
these lines will be foreshortened and their true 
lengths must be found. 

In Fig. 8 draw a line and place on it the lengths 
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of the lines just drawn in II, measuring from A 
for those lengths terminating in A on the miter 
line A-B between II and III, and from B for those 
lengths terminating in B on the same miter line. 
From the points, as 1, 2, 3, etc., erect perpendicu- 
lars, each equal in length to the length of the 
lines of the same numbers in the half profile. 
Thus make the line from 2 equal to 2-2’, from 3 
equal to 3-3’, etc. Lines connecting the ends of the 
perpendiculars with the points A or B as shown, 
will be the true or surface lengths of similar num- 
bered lines in II. 

As the length of the edge on the miter line of II 
must be the same as the length of the edge of I 
on the miter line 1°-7°, the spaces between points 
on the edge of the pattern for I, in Fig. 7, will be 
the true distances between the points of the same 
numbers on the miter line 1°-7° for II. 

In Fig. 9 draw a line, A-1, equal to A’-1 of the 
diagram. With A as center and radius the half 
length of the profile P, intersect an arc from 1 whose 
radius is A’-1° in II, locating A”. Connect A” to A 
and 1 and the triangular piece enclosed will be half 
of the flat surface on the upper side of II. With A 
again as a center and the rest of the true lengths 
terminating in A’ in the diagram as radii, describe 
ares. Beginning with 1 place from arc to arc the 
true lengths between points on the miter line, which 
show on the edge of the pattern in Fig. 7. Place 
from 1 the distance 1”-2” on the arc 2. From point 
2, on are 2, place the distance 2”-3” on arc 3, ete. 
Continue this method of assembling the various 
lengths until point 4 is reached. With point 4 as cen- 
ter and radius 4’-B’ intersect an arc described from 
A whose radius is the true length on the miter line 
between the pieces II and III as A-B, locating B. 
With B as center proceed to assemble the lengths 
in the manner described above and connecting 
the points located will result in the net half pattern 
as shown in Fig. 9. 

The seams in the pieces are grooved, a section 
being shown at R. A”, A” and A’ of Fig. 10 show 
sections of various seams taken at A or at 7° of 
Fig. 5 and B”, B”, B’, and B* show sections of 
seams at B or at 1°. 
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New Zealand Needs Trade Papers 


AMERICAN CONSULAR SERVICE 
AUCKLAND, NEW ZEALAND 
HARDWARE AGE. 

Gentlemen: This office is in receipt of your letter 
concerning HARDWARE AGE, but it has not yet ar- 
rived. I sincerely hope that you will not only send 
a sample copy, but send the magazine regularly to 
the consulate in the interest of American export 
trade. 

When I was consul at Prague, Bohemia, Austria, 
upward of 75 trade publications were received, and 
notwithstanding their being published in English, 
the method employed in their distribution resulted 
in much good to our manufacturers and exporters. 
Here there are but few American trade journals 
coming, and if there is one place more than another 
where they should come it is to New Zealand. I 
want to have a separate reading room as soon as 
possible, as the people are disposed to come to the 
consulate to consult our publications. 

Much hardware is imported from England, with 
a fair amount from the United States. We should 
double our exports if our manufacturers follow up 
the present opportunity. 

Very respectfully, J. I. BRITTAIN, 

Consul General. 


Central West Campaign for South 
American Trade 


A MOVEMENT to influence loans aggregating 

$500,000,000 to bankers and business men of 
Central and South America, was inaugurated at the 
first session of the International Trade Conference 
of the Mississippi Valley and Central West, recently 
at Memphis, Tenn. 

The delegates agreed that if adequate financial 
assistance is given to South America with rea- 
sonable promptness, there will be a great ex- 
pansion in our foreign trade with the twenty 
Latin-American republics in South and Central 
America. 

John J. Arnold, vice-president of the First 
National Bank of Chicago, and one of the Foreign 
Trade Council of the U. S. A., presided at the con- 
ference. 

The meeting was called by the Chambers of Com- 
merce of Chicago and New Orleans and the Business 
Men’s Club of Memphis. 

Addresses were made by Edwin F. Sweet, Assist- 
ant Secretary of the Department of Commerce, John 
Barrett, director general of the Pan-American 
Union, and others of national influence. 
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WROUGHT STEEL 
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No. 1762 Cuts full size. 


One set in a box, with screws; 12 sets in a carton; one gross sets in a case. 


Each set consists of one pair of wrought narrow butts, 2-inch; one 2%-inch hook and eye and one cam 
catch. The cam catch has large comfortable knob handle. Because of the shape of strike plate, it is 
unlikely to catch and tear clothing, and will not gather dirt nor become clogged. Cam surface locks 
the sash easily and securely in any position extending over a variation of 3/16 inch, even with a good 





| sized crack between sash and sill. Rivet is extra heavy and spring tension holds cam handle in proper 

position. The cam surface is a unique feature, and permits use of leverage to release a stuck or frozen 
window. Parts are few and of heavy gauge, hence, won’t easily rust out. Costs the same as the 
cheapest competitive article. In attaching, apply edge of strike to edge of sill and edge of plate to edge 
of sash. Line up outside vertical edges of plate with outside vertical edges of strike. 


Backed by the S. W. Guarantee. Tell your jobber to supply you. 
See Page 157 


HE STANLEY WORKS 














New Britain, Connecticut 
100 Latayette St. New York 73,EVake St. Chicago 
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NEW GOODS AND NOVELTIES 


Herrick’s Shaving Cabinet 


The F. A. Herrick Company, Toledo, 
Ohio, has recently introduced a new 
shaving cabinet, which was designed 





Herrick’s shaving cabinet 


to meet the needs of the man who 
shaves himself. The mirror of this 
shaving cabinet is adjustable to any 
position, so that the proper light can 
be obtained at all times. The drop 
door, when open (as shown in the 
accompanying illustration), serves as 
a shelf on which to place articles when 
shaving. The door is provided with 
a spring lock, so that when it is 
closed it is always locked, thus pro- 
viding a safe place for all shaving 
utensils. 

It is stated by the company that 
this cabinet is also suitable for 
women’s use, as it makes a receptacle 
for toilet articles, etc. These cabinets 
are furnished with bevel plate glass 
mirrors, and they are finished in white 
enamel inside and out. Herrick’s 
shaving cabinet measures 13 inches in 
width, 27 inches in length and 6 inches 
in depth. Each cabinet is packed in 
a corrugated pasteboard box. The 
shipping weight of these cabinets is 
15 pounds. 


New Willson Goggle 


T. A. Willson & Co., Inc., Reading, 
Pa., have recently placed on the mar- 
ket a new goggle, which is especially 
designed to meet the requirements of 

















The new Willson goggle 
machinists and grinders. This gog- 


gle is of unique construction, and the 
company states that it is comfortable 





and affords the wearer complete eye . 


protection. 

The frame of this goggle is of spe- 
cial design and light in weight. An 
adjustable bridge enables the wearer 
to easily fit the glasses to his face. 
This bridge is pliable and strong, and 
it is securely attached to the eye wire. 
The bridge does not touch the nose 
of the wearer at all, the weight of 
the glasses being distributed over the 
sides of the nose and cheeks. As the 
glasses do not rest on the nose, spec- 
tacles may be worn with the Willson 
goggle if desired. Fine mesh wire 
sides are used in the construction of 
this goggle to give protection from 
bits of emery, grit, etc. 

The company states that fine qual- 
ity glass is used in the Willson goggle, 
and that as this goggle is made en- 
tirely of rustproof metal it is sani- 
tary and may be thoroughly steril- 
ized. The flexible half cable temples 
conform to the contour of any face, 
and the company states that they will 
not bind the ears. The lenses in this 
goggle can be replaced by simply loos- 
ening one of the screws of the end- 
piece. 


A New Tinner’s Tool 


The new bead and edge adjuster 
which is shown in the accompanying 
illustration is illustrated and described 








Used for working edge 
in a circular recently issued by the 
manufacturers, Conroy & Co., Mc- 
Lean, Ill. The jaw of this new tool 
measures 2% inches, and the throat 








The handle is useful 


measures 2 inches. This tool may be 
used for folding edges on tin roofs 
and edges for step and chimney flash- 
ings, adjusting ends of corrugated 
pipe, folds, connecting joints in box 
gutters, and it may also be used in 
cornice and fire door work. 

By the use of the slot in the handle 
of this device the company states that 
a bead which has been cut with a 
snip may be put in proper position in 
a moment’s time. 


THE A. F. KLINZING MFG. COMPANY, 
St. Cloud, Minn., has moved its plant 
to New Holstein, Wis. The entire 
equipment is being transferred and 
set up in a factory building 100 x 75 
feet. In its new home the company 
will have greatly increased facilities 
for the manufacture of barn equip- 
ment. 
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Embossed Metal Figures 


The Niagara Falls Metal Stamping 
Works, Niagara Falls, N. Y., is manu- 
facturing embossed figures, which 

















New size character made by the Niagara 
Falls Metal Stamping Works 


are being made in polished aluminum 
and also in six finishes of brass. The 


-company manufactures complete sets 


of figures as well as alphabets, in 
sizes of %-inch, 1-inch, 1% inches, 2 
inches, 3 inches and 4 inches. The 
character % is now made in both 2 
and 3-inch sizes, the 2-inch model 
being shown herewith. This model is 
a new item in the company’s line, as 
heretofore the sign % was made only 
in the 3-inch size. 

Letters and figures are packed to- 
gether in a display compartment box, 
or each kind is packed separately. 


“Coreo” End Piece 


The Wheeling Corrugating Com- 
pany, Wheeling, W. Va., is marketing 
the “Corco” end pieces for eaves 
troughs. The company states that 
these end pieces may be used with 
equal success for both single and 
double bead troughs, of either angle 
edges or plain styles. The end sec- 
tion is double-seamed into the folded 
semi-circle section, making a_ lock 
without the use of solder, and form- 
ing a piece which, the company states, 
easily fits the trough end and holds 
tight without the use of solder. 

The end section piece is rolled and 
the corners are all rounded. The 
brand name and the size is stamped 

















The “Corco” eaves trough end piece 


on the end section of each piece. 
These end pieces are made in 3, 3%, 
4, 444, 5 and 6-inch sizes, and they are 
made for use with both single and 
double bead troughs. 
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Sell Service 


You sell goods because they render service. People 
buy the goods because they need the service these goods 


will render. 

When the farmer goes to the expense of building a barn he has 
a need for the building—as a warehouse, a home for his live stock. 

Anything which will help to make his live stock more comfortable 
—more productive—will be carefully considered. 

R-W Sliding Door Hardware will make the doors slide easily, keep 
the weather out. 

Your trade should appreciate such a suggestion. 


ards Wilco 


can) MANUFACTURING Co. fee 
€) AURORAILLUSA. (©) 


Richards-Wilcox Canadian Co., Ltd., London. Ont. 





‘‘A hanger for any door that slides”’ 













Te mm 


92 


New “Hipco” Electric 
Lanterns 


The Hipwell Mfg. Company, 831- 
833-835 North avenue, West, N. S., 
Pittsburgh, Pa., has lately brought out 
the “Hipco” electric lanterns, which 
are of very light weight and are sim- 
ple in construction. These lanterns 
are designed to use the ordinary No. 6 
dry cells, which are obtainable almost 
anywhere. 

The company states that great care 
has been. taken in the design and 
choice of the materials in these lan- 
terns. The type No. 50 is made from 
seamless drawn brass tubing, and the 
No. 40 and No. 45 lanterns are made 
from quartered oak. All electrical 
contacts are made so that they are 
rigid. 

A specially designed “G. E.” tung- 
sten bulb is used, and the company 
asserts that with a:single cell this lan- 
tern will give about 40 hours’ service, 
while the 2-cell lantern will burn from 
90 to 100 hours on one set of bat- 

















New “Hipco” electric lanterns, which are 


made in both drawn brass and quartered 
oak 
teries. The “Hipco” lanterns list at 


from $2.25 to $2.50, according to style 
of finish. 


De Lange “Arctic Skater” 
and “Mono-Sled” 


The De Lange Mfg. Company, 313 
North Carpenter street, Chicago, IIl., 
is introducing the De Lange “Arctic 
Skater” and the De Lange “Mono- 
Sled.” The skater, which is shown 
here, is made from fine grained birch 
wood. The company states that the 
construction of the joint connecting 
the upright of the skater with the 
base has been changed from _ the 
tongue and groove joint to the two- 
dowel construction. There are two 
%-inch dowels in the bottom of the 
upright, and these dowels fit tightly in 
two corresponding holes in the base. 
The company states that the advan- 
tage in this new form of construc- 
tion lies in the fact that it gives ad- 
ditional strength to the joint, and 
prevents the base from cracking. 

The foot rest is covered with heavy, 
corrugated rubber, to prevent slip- 
ping. It is stated that the construc- 
tion of the skater is as solid as is 
possible. The skater is painted in 
bright red, which gives it a pleasing 
appearance. 

The “Mono-Sled” is constructed very 
much the same as the skater, except 
that it is fitted with a seat, which is 


strongly made, to withstand hard 
knocks. 


Both the “Arctic Skater” and the 

















De Lange “Arctic Skater” 


“Mono-Sled” are sold either knocked 
down or packed in individual, strong 
cartons. All holes in these toys are 
drilled, and screws are furnished, so 
that any boy can assemble one of these 
toys in a few minutes. 


“Ezycatch” Fly Trap 


The Thompson Company, 316 
Coolbaugh street, Red Oak, Ia., is in- 
troducing the “Ezycatch” fly trap, 
which is stated to be easy to clean, 
owing to the special cone construc- 
tion that prevents flies from sticking 
in the trap, together with the fact 
that the entire top cover of the trap 
may be quickly removed. These fly 
traps are of attractive appearance, 
and the company states that, owing to 
their proper proportions and construc- 
tion, they are positive and sure fly 
catchers. 

Unusual capacity is given to this 
trap by the cone, which is half as high 
as the trap itself. The body and cone 























y trap. Made by the Thomp- 


“Beycatch” 
ompany, Red Oak, Ia. 


son 
are made from best quality black wire 
fabric. This fabric is protected at the 
top and bottom by galvanized metal 
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bands, which are clamped to the body 
of the trap and securely fastened to 
the stained wood legs. The japanned 
metal cover fits tightly inside of the 
top band, with the rim projecting over 
the top, and the cover is held in place 
by spring wire clips. The company 
asserts that, although this cover may 
be easily removed, it cannot be acci- 
dentally displaced. 

These fly traps are packed in cor- 
rugated fibre boxes. They are made 
in three sizes, as follows: No. 1 meas- 
ures 8 by 12 inches, No. 2 measures 
9% by._14 inches, and the dimensions 
of No. 3 are 10% by 16 inches. 


Victor Lawn Trimmer 


The Victor Specialty Company, Can- 
ton, Ohio, is bringing out a new model 
lawn trimmer for the season of 1915. 
The company states that after three 
years’ experience with previous models 
it has incorporated many new features 
in this model. The greatest of these 
improvements is in the cutter bar, 

















The Victor lawn trimmer 


which consists of a bar fitted with 
five separate, interchangeable steel 
blades. These blades are ground and 
tempered to an exceptionally keen 
cutting edge. The cutter bar rests on 
a@ semi-guard bar, which acts as a 
sharpening steel, keeping the cutter 
bar sharp. By turning a thumb nut 
the cutter bar can be removed for 
cleaning, etc. 

Another feature of the Victor lawn 
trimmer is that this new model gives 
one more complete cutting stroke for 
each foot of forward traction. The 
new model also has’ a heavier drive 
wheel, with cams on the inside of 
the traction, and double cam wheels, 
which always travel in a forward 
direction. 

The entire trimmer weighs 8 
pounds, and it cuts a swath measur- 
ing 5 inches in width, which is an inch 
more than: the company’s former 
model. This machine is finished in 
red and gold, with green striping. 
The handle is finished in yellow and 
it is also waxed. 


THE  BELDING- HALL COMPANY, 
manufacturer of refrigerators, has 
moved its office from 90 Canal street 
to 29-33 Haverhill street, Boston, 
Mass. In its new quarters the com- 
pany has a ground floor display room 
and warehouse in connection with its 
office, in charge of John A. Singler. 
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RECENT TRADE LITERATURE 


Catalogs, Bulletins and Other Matter of Interest to the Trade 


New “Bee-Kay” Catalog 


The Boetticher & Kellogg Co., 
Evansville, Ind., have issued their 
1915 catalog, which illustrates and 
describes the company’s line of tools, 
agricultural implements, builders’ and 
cabinet hardware, heavy hardware, 
sporting goods, household supplies, 
miscellaneous specialties, cutlery, sil- 
verware and furniture. This catalog 
is bound with a red cloth cover, and 
it contains 2225 pages. On the front 
page of this volume are shown 
portraits of Edward Boetticher and 
Charles H. Kellogg, founders of the 
Boetticher & Kellogg Company, which 
was organized in 1863 and incorpo- 
rated in 1897. 


Meisselbach Catalog No. 26 


A. F. Meisselbach & Bro., 22-28 
Prospect street, Newark, N. J., are 
distributing their catalog No. 26, 
which is an attractive booklet con- 
taining 48 pages. The firm’s line of 
reels, landing nets, gaffs, drag han- 
dles, rod holders and sundries is shown 
to advantage in this catalog, ‘which 
also includes some interesting and in- 
structive articles on fishing. These 
articles are as follows: “Leaves from 
an Angler’s Note Book,” “A Day With 
the Brook Trout,” “The Outfit for 
Bait Casting,” “Learning to Cast” and 
“Brief ‘Castlets.’ ” 


New England Ware 


The New England Enameling Com- 
pany, Middletown and Portland, 
Conn., has issued its new catalog, 
which is No. 15. This booklet is 


artistically printed in two colors, on. 


heavy, coated stock. It is well illus- 
trated throughout with halftone en- 
gravings of the company’s line of 
enameled ware. Views of the plants 
of the New England Enameling Com- 
pany at Middletown and Portland, 
Conn., are shown on the front page 
of this catalog. 


New Great Western Catalog 


The Great Western Fixture Works, 
133 South Fifth avenue, Chicago, II1., 
has issued its new catalog No. 22. 
This catalog contains 283 pages of il- 
lustrated descriptions of the com- 
pany’s line, which includes metal dis- 
play fixtures, wood display fixtures, 
papier-maché forms, wax figures, 
wire clothing forms, wax heads, etc. 


Stevens’ Abridged Spanish 
Catalog ; 


The J. Stevens Arms & Tool Com- 
pany, Chicopee Falls, Mass., is send- 
ing out the Spanish edition of its 
abridged catalog of firearms. This 
edition of the Stevens catalog is well 
illustrated and contains 24 pages. 


New Federal Publications 


The Federal Motor Truck Company, 
Detroit, Mich., is sending out some 
artistic booklets, which show the com- 
pany’s line of motor trucks to advan- 
tage. The titles of these booklets are 
as follows: “Federal Motor Trucks,” 
“Federal-ize Your Business,” “Deliv- 
ery Costs and Methods for Express 
and Bus Men,” “The Federal in Mu- 
nicipal Service,” “Federal Factory 
Features,” “The Blue Book of Traffic,” 
“No Trouble With the Trouble Wagon 
If—” and “A Case of Quick Delivery.” 


Philadelphia Lawn Mowers 


The Philadelphia Lawn Mower 
Company, 3101-3109 Chestnut street, 
Philadelphia, Pa., has recently pub- 
lished its 1915 catalog, which illus- 
trates and describes the company’s 
line of lawn mowers. This catalog 
is well printed, on coated’ stock and 
it contains many halftone engrav- 
ings. A view of the company’s plant 
is shown on the front page of this 
new publication, which contains 28 


pages. 


New Ford Price List 


The Ford Mfg. Company, St. Paul, 
Minn., is sending out to the trade its 
November, 1914, price list, which gives 
quotations on the Ford products. The 
company’s. line includes: Roofing, 
shingles, wall board, plaster board, 
sheathing, tarred felt, deadening felt, 
carpet lining, paint, wood stain, creo- 
sote, roofing pitch, putty, plastic 
waterproofing, etc. With this price 
list is included a sample of “Gal-Va- 
Nite” roofing, a product of the Ford 


. Mfg. Company. 


New Willson Catalog 


T. A. Willson & Co., Inc., Reading, 
Pa., have recently published their new 
catalog, which describes and illustrates 
the Willson shop protection glasses. 
This catalog is well printed, and it 
contains, under separate headings, 
suggestions of styles of goggles most 
suitable for grinders, machinists, 
chippers, welders and other workmen. 


Plymouth Twine News 


The November number of Plymouth 
Twine News, which is published by 
the Plymouth Cordage Company, 
North Plymouth, Mass., contains as 
its leading article “A Husky Five- 
Year-Old,” which deals with the fifth 
season of Plymouth binder twine. This 
issue of Plymouth Twine News also 
contains a summary of the free ad- 
vertising service the company is ren- 
dering to dealers. 
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“D. B. G.” Mailing Card 


The Joseph Dixon Crucible Com- 
pany, Jersey City, N. J., is using a 
folded mailing card shaped like a bar- 
rel to introduce Dixon’s Boiler Graph- 
ite to-engineers and others interested 
in boilers. This card is printed in two 
colors, and on the inside attention is 
called to the fact that for nearly four 
score and ten years the Joseph Dixon 
Crucible Company has had at its com- 
mand all forms and grades of graph- 
ite. The reverse side of this mailing 
card is a return card, which bears an 
invitation to write for the Dixon book- 
let “Graphite for the Boiler.” 


Champion Catalog No. 64 


The Champion Tool Company, Mead- 
ville, Pa., is sending out its latest 


. catalog, which is No. 64. This book- 


let illustrates and quotes prices on the 
company’s line of foot vises, hammers, 
hoof and nail nippers, hoof shears, 
hoof nippers, hoof parers, shoers’ 
tongs, pincers, clinch tongs, horse- 
shoers’ knives, rasp handles, etc. The 
Champion catalog contains 48 pages, 
and it is attractively printed. 


The Harvester World 


The current ‘number of The Har- 
vester World, which is published by 
the International Harvester Company, 
Harvester Building, Chicago, IIl., con- 
tains a helpful article entitled “Keep- 
ing the Traces Tight,” by R. C. Has- 
kins, division manager of the com- 
pany. Other features of this number 
are “How Do You Get Your Pros- 
pects,” “Power Farming On the Up 
Turn,” etc. 


Elwood Lawn Mower 
Catalog 


The Elwood Lawn Mower Mfg. 
Company, Elwood, Ind., is sending out 
its new catalog of lawn mowers, which 
include the following brands: the 
“Elwood,” the “Expert,” the “Grand,” 
the “Hoosier,” the “Indiana,” the “Sim- 
plex,” the “Royal” and the “Peerless.” 
This catalog contains 16 pages. It 
is bound with an attractive brown 
cover, which is printed in two colors. 


Graphite for November 


Besides a number of items of gen- 
eral interest, the November number of 
Graphite, published by the Joseph 
Dixon Crucible Company, Jersey City, 
N. J., contains an interesting account 
of the Stationers’ Convention which 
was held in Philadelphia recently. 
This number of Graphite also contains 
an illustrated story which tells how 
Dixon’s flake graphite is being utilized 
to lubricate railway locomotives. 
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The past twenty years have witnessed daily demonstrations of 


the superiority of Warren Fixtures. 


Designed exclusively for the retail hardware trade, by men who have spent 
years in the hardware business, they are distinctly in a class by themselves. 


The Warren System of Hardware Store Equipment varies only in the matter 
of units most applicable to your needs—materials and workmanship are invari- 
ably only those which will bring absolute satisfaction to the purchaser. 


The inflexible policy of the manufacturers of this deservingly famous line of 


store fixtures is to sell only that which will successfully bear the most rigid 


inspection—successfully stand the hardest usage. 


It is a great pleasure for the Warren people of Chicago to know that whether 


it be a small equipment or one of the greatest magnitude they can supply the 


requirements and that the customer is assured of — 


Correct Designing Best of Materials 


Incomparable Workmanship 


and as prompt and efficient service as can be desired. 


Catalogues Nos. 65 and 212. 


J. D. Warren Manufacturing Co. 


Masonic Temple, Chicago 


Eastern Display Room, 253 Broadway, N. Y. 
Warren Fixtures are manufactured in the largest and finest equipped plant of its kind in the world. 
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Current Metal Prices 


Pile sce Bens apupemere. whose 


are for small lots, as sold from stores in New York City by merchants 


erchants carrying 


are not sufficiently heavy to warrant their placing orders with manufacturers for shipment ia 
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A& complete line. 
Made in America. 

Evasy opening, easy working, easy to sell. 
Reinforced by an absolute guaranty. 
Individually inspected and tested. 
Covering the needs of trade and household. 
Advertised by satisfied users everywhere. 
Bets the dealer a good profit. 


The Peck, Stow & Wilcox Company 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
é Sheet Metal Workers’ Tools & Machines, 
Builders’ & General Hardware 


SOUTHINGTON, CONN. CLEVELAND, OHIO. ms 
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HOLT-LYON CO. 


TARRYTOWN, N. Y., on-the-Hudson, 25 miles from N. Y. City , 





No. A—Mayonnaise Mixer and ’ : x 
Egg Beater combined. The Oil Holt’s New Pint Jar 


Dripper can be attached or de- Mayonnaise Mixer 
tached i 7 

ached in § sparse Will make fine Creamy Mayon- 
Beats I egg in 20 seconds. naise in 5 minutes 


Beats 4 eggs in 60 seconds. Whips 4 Pint Cream in 
Retail price, 25 to 35 cents 90 Seconds 











You Should Place Orders Immediately for 


The Cleaner Rug and Carpet Beaters 


They are made from the very best Spring Steel Wire. | Have Wide Spread Heads and Elastic Shanks. 





Ask for our 20 page Catalogue, 
September, | 914 


All of our Goods sold by Jobbers. Orders for $12 up from Retailers shipped Freight Paid at Catalogue Prices. 





















































Ce Soa 











_ ee P ~ 
oft e —~ ee ll 
alg 2 eng as. Pe 








MOTOR ACCESSORIES 


Selling Accessories for Stationary Gas Engines 


D° you realize that farmers oper- 


ate more stationary gas en- 
gines than any other industrial 
class? They do—for the purposes 
for which they use this convenient 
and economical power are numer- 
ous: On thousands of farms gas 
engines operate threshing ma- 
chines, corn shellers, sausage grind- 
ers, water pumps, cream separators, 
disc plows, and many tractors used 
on farms are also propelled by gas 
engines. Many wind mills used to 
pump water are being supplanted 
by gas engines. The mechanical 
milker, driven by a@ gas engine, is 
becoming quite popular in many 
parts of the country. An Ohio 
farmer, in writing on this subject 
to one of the agricultural papers, 
says: “We are finding that the best 
part of the machine is the man who 
runs it, and understands how a calf 
gets its dinner. A smart boy of 
eighteen makes an efficient engi- 
neer, nimble of finger and quick in 
sight. The task of milking, to him, 


‘ is not drudgery, but that of a man- 


aging expert.” 

So much hitherto laborious work 
on the farm performed by hand 
is now being accomplished through 
the powerful gas stationary en- 
gine, that the yearly increase 
of this power on farms is 
very rapid. In Texas, and the 
Southwest, where the climate is 
mild the year around, farmers are 
finding the gas engine of special 
utility for a number of purposes. 


The weather conditions in this part 
of the country are inducive to carry- 
ing on work throughout the winter 
months, and gas engines here are 
being more extensively employed in 
farm work than in most of the 
northern states. Numerous cotton 
gins in Texas and other southern 
states are now being operated by 
stationary gas engines, and this 
practice is prevalent even in com- 
munities where electric power is 
available for running the gins. Gas 
engines have been found to be more 


economical and even more reliable 


than electric power. 7 

There is no other class of indus- 
trial workers who depend upon the 
local hardware dealers for their 
hardware supplies as do the farm- 
ers. The thousands of gas engines 
chugging day in and day out, in re- 
mote corners of farms, require re- 
newal of spark plugs, dry batteries, 
and other kindred supplies; and be- 
sides the occasional demand for 
these supplies, lubricating oil and 
gasoline are needed constantly. 

Hardware dealers have taken care 
of the requirements of the farmers 
by supplying them with farming 
tools and implements; then, why 
should they not extend their service 
to the farmers, and supply them 
with the motor accessories where- 
with their gas engines can be kept 
revolving: 

Aside from the'trade of farmers, 
in motor car accessories, which is 
of very large volume, their require- 


98 


ments for their gas stationary en- 
gines are also of considerable pro- 
portion. Hardware dealers doing 
business in extensive farming terri- 
tories should investigate the extent 
of the use of gas stationary engines 
on farms. The business in this line 
can be secured if the dealer will only 
cultivate it and then take care of it 
in an energetic, persistent way. 


A Wholesaler’s Experi- 
ence with Accessories 


The Stambaugh-Thompson Com- 
pany, Youngsotwn, Ohio, started 
handling motor accessories two 
years ago last May. The profitabil- 
ity of this line is well illustrated by 
the company’s recent statement to 
the effect that, although accessories 
were only added as an adjunct to 
the sporting goods, the new line was 
such ready sellers that it expanded 
until it is now larger than the orig- 
inal department. Up to a recent 
date the Stambaugh-Thompson — 
Company has not done very much 
wholesale business outside of 
Youngstown, but it is now making 
plans to do so. Last spring the 
manager of the company coyered a 
great deal of the territory sur- 
rounding Youngstown in company 
with the salesman on this territory 
with this end in view. 

Since the publication of its new 
motor accessory catalog, the sales- 
men of the company are in a posi- 
tion to push this line with other 
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Heres a Big Business 


Opportunity 


Never in the history of the motor 
car business has there been 
such a demand for a low-priced, 
reliable electric warning signal 
as there is right now. 


Countless accidents—many of 
them grim tragedies — have 
more than impressed upon the 
minds of motorists the absolute 
worthlessness of the old bulb 
horn and the buzzer type of 
electrical devices. 


Right in your own locality there 
exists a big demand for the 
Sparton Warning Signal. 


We have helped to increase this 
demand by our big national 
advertising campaign. 


By making Sparton Warning 
Signals superior in quality of 
tone and workmanship. 


By manufacturing in such large 
quantities that we can sell 
them at a price practically half 
that of any other reputable 


warning signal. 


Seventy-five per cent. of motor 
cars sold equipped with an up- 
to-date warning signal are 
Sparton equipped. 


This is in itself a glowing tribute 
to the quality and character of 
the Sparton. 


There are thousands and thou- 
sands of motor cars that will be 
compelled to equip with an 
efficient and unfailing warning 


signal. 


Each and every one of these car 
owners will buy the signal that 
offers the most for the money, 
and the Sparton is that one. 


Can’t you see the wonderful pos- 
sibilities the Sparton offers the 
wide-awake business man? 


We are now offering special in- 
ducements to dealers to handle 
Sparton Warning Signals. ~ 


We know that it will be of in- 
terest to you. 


Send today, for our dealers’ 
proposition. 


The Sparks-Withington Company 
Jackson, Michigan 
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goods. The company states that it 
is not its intention to sell acces- 
sories to garages, but that this line 
will be placed with the regular 
hardware customers, as the com- 
pany thinks that the hardware 
merchant is the logical man to han- 
dle these supplies. 

A complete line of motor acces- 
sories is carried by the Stambaugh- 
Thompson Company. This firm is 
distributor for a well-known make 
of tires, and it has recently added 
another brand of tires which has a 
national reputation. A distinct ad- 
vantage claimed by the company for 
accessories lies in the fact that it 
does not take up much store space 
to display this line. The company’s 
motor accessory department occu- 
pies half of a section measuring 25 
by 60 feet, on the first floor of its 
establishment, and the surplus stock 
is carried in a stock room on an 
upper floor. 

The small items in the accessory 
stock are being taken care of in a 
painstaking manner. These small 
articles are carried in hardware 
shelf boxes, with the goods sampled 
on the front of the box. Tires, being 
rather bulky, are carried on count- 
ers. 

P. J. Thompson, of the Stam- 
baugh-Thompson Company, in a re- 
cent letter to HARDWARE AGE, at- 
tributes the success of his company 
in handling motor accessories to its 
strictly one price policy. All goods 
are marked in plain figures, and the 
price is never cut. 


“Prevento” Radiator 


Compound 


The W. H. Hannum Chemical 
Company, Caxton Building, Cleve- 
land, Ohio, is the manufacturer of 

















Pre senah take 
| W. Hannu Saat 
SeniCe Site 


Exterior of a can of Hannun’s “Pre- 























vento” radiator compound 


the “Prevento” radiator and gas 
engine compound, which is a prepa- 
ration intended to prevent clogging 
of the water circulation system of a 
motor car. “Prevento” is further 


claimed by the company to stop 
small leaks, and also to prevent the 
rusting through of the cylinder 
walls between the water jacket and 
the firing chamber. It has no cor- 
rosive effect upon metals of any 
kind, and it will not interfere with 


the use of an “anti-freeze” com- 
pound. — 
“Prevento” is made in powder 


form, and is packed in a can which 
contains about one pint. To pre- 
pare for use, it is only necessary 
to dissolve the contents of the can 
in about a gallon of hot water. The 
radiator of the motor car is then 
drained, and rinsed thoroughly with 
clean water, after which it is filled 
with the “Prevento” solution, and 
as much additional water as is 
necessary. One application is stated 
to last for a year or more, keeping 
the water in the radiator always 
clear and free from rust. 

The company states that the com- 
pound is especially adapted for use 
in Ford cars. It retails for $1 per 
can. 


“Conover” 1915 Wind- 
shield 


The Page Woven Wire Fence 
Company, Adrian, Mich., has re- 
cently announced the new “Con- 























“Conover” 1915 windshield 


over” 1915 windshield, which was 
especially designed for Ford cars. 
The company states that this wind- 
shield is made of the finest material 
and is automatic, keeping the po- 
sition in which it is placed. The 
company states that the ventilating 
feature embodied in the construc- 
tion of the “Conover” windshield 
enables the occupants of a motor 
car to be comfortable in hot 
weather, while the rain vision per- 
mits safe driving in rain or snow. 

The edges of the plate glass are 
polished oval, and there are no cross 
bars to obstruct the view. The 
stream line cowl is made from heavy 
stamped steel. It is rigid, and can- 
not rattle. The cowl is enameled 
in black, and the shield is finished 
in black and nickel. 

The combined shield and cowl is 
assembled and carefully boxed. 
This shield and cowl requires no 
fitting, as it may be simply bolted 
in place. It is stated by the com- 
pany that the shield and cowl may 
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be attached to a motor car in a few 
minutes. 

The Conover 1915 windshield 
will fit the Ford model T cars for 
1912, 1913, 1914, and 1915. 


Lincoln Highway 


Progress 


In September the Lincoln High- 
way movement was one year old. 
The association has issued a state- 
ment covering its progress during 
the last twelve months. 

“Hundreds of miles of the Lin- 
coln Highway have been improved 
and marked, as well as re-named, 
during the past year, hundreds of 
thousands of dollars have been 
spent by the local communities, and 
the people generally have responded 
with the greatest liberality to the 
association’s call for aid,” says 
Secretary Pardington. 

In Ohio over three-fourths of the 
entire length of the route has been 
hard surfaced with cement, brick 
or other material, and the state 
highway commissioner, James R. 
Marker, has assured the fullest 
support of his department. In In- 
diana the bond issues aggregate 
over $350,000, this being for im- 
provement which was not even con- 
templated last year. On September 
16, Elkhart, Ind., opened a section 
of solid concrete Lincoln Highway, 
eighteen feet wide; work is now in 
progress on a six-mile section near 
Fort Wayne; St. Joseph County, in 
which South Bend is located, has 
voted $175,000 for immediate im- 
provement. 


“Lesoyl”’ Graphite Com- 
pound 


The Lumen Bearing Company, 
Buffalo, N. Y., is manufacturing 

















A can of “Lesoyl” graphite compound 


““Lesoyl,” which is a semi-fluid con- 
crete containing graphite, especially 
prepared to insure the suspension 
of the graphite when mixed with 
lubricating oil or grease. The in- 
gredients are stated to be manu- 
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UNQUESTIONABLY THE BEST FORD ACCESSORY 


FORD OWNERS LOOK 
Conover 1915 Windshield , 


AUTOMATIC ~ 
RAIN VISION ot a 


CLEARVIEW" 
VENTILATING——-—_, 54, = 


STREAM-LINE COWL 









Attracts Favorable and 
Instant Attention 
Everywhere 

















Patent 
Pending 





Combined Windshield 
and Cowl Complete as 


shown f.o.b. 15” 
Adrian, Mich. $ 
Practically a New Ford for $15.00 


Note Slick Appearance. Brings FORD right up to date 


The ventilating feature alone is worth entire cost, as you can be The combined Shield and Cow! is assembled and carefully boxed. 
comfortable in 11O0T weather. The Rain Vision permits SAFE — It takes the place of your present Shield and requires no fitting; 
in rain or snow. The edges of PLATE GLASS are polished ova simply bolt it on. Any one can attach it in a few minutes. 
and there are no cross bars to obstruct the view. In fact, the Made in the best equipped windshield ¢ oy Finest materials 


Shield ts the latest model, such as will be used on the best 1915 cars. and workmanshi No goggles needed, as face is always prvtected. 
a to state year 


All the Air 
if you want 
or 
just a little 


STREAM-LINE COWL is heavy stamped steel made on a 200-ton Automatic shiel ’ stays where you put it. 
ress. It is rigid, can’t rattle and is enameled black. Shield is when ordering. If not at your dealers will se ect. 
lack and nickel. FITS MODEL T, 1912, 1913, 1914, 1915, WITH SIDE DOORS 


Mite ie Page Woven Wire Fence Co. Aontan Mice 
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/ An Honest-Faced Speedometer 


is the “Garford 3-inch Type.” It will make frank statements of 
speed and distance measurements accurately and without a quiver 
of the hand. Autoists have implicit faith in the performance of 
its correct indications. 


A feature much in favor is the ease with which the ‘3-inch 
Type” may be read. This is due largely to an evenly gauged dial 
and silver finished hands against a black background. This color 
contrast eliminates light reflections—makes the reading stand 
out clear. 





The price of the complete outfit ready to attach is $12.50 . 
Write for further details. 


The Garford Manufacturing Co. 
100 Olive Street ELYRIA, OHIO 


DISTRIBUTORS 

The Garford Mfg. Co. The Dean Electric Co. The Dean Electric Co. 
Kansas aoe Mo. Los Angeles, Cal. Seattie, Wash. 

e Sumter Telephone Supply Co., Sumter, S. C. 
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factured to the company’s specifi- 
cations, and they are compounded 
in the company’s plant. 

It is claimed that, when thor- 
oughly mixed with lubricating oil 
or grease, in the proportion stated 
on the label of each can, “‘Lesoy]”’ 
will increase the efficiency and im- 
prove the lubricating qualities of all 
oils and greases. This compound 
performs two functions. It carries 
graphite to all parts of the bearing 
surface and it preserves the oil film 
unbroken. 

The No. 1 can of “Lesoyl”’ which 
contains the correct quantity to mix 
with 5 gallons of lubricating oil or 
10 pounds of grease lists at $1. The 
No. 10 can, which contains suffi- 
cient “Lesoy!l” for use with 50 gal- 
lons of oil or 100 pounds of grease, 
retails for $8.50. 


“Little Wonder” Tool 
Kit No. 60 


C. E. Jennings & Co., 71-73 Murray 
street, New York City, are placing on 
the market their “Little Wonder” 
tool kit No. 60. This tool kit has a 
removable tray with a wire handle. 

















The “Little Wonder’ tool kit No. 60 


The tray has spaces for nails, screws, 
tools, etc., and can be carried from 
place to place, as the work requires. 
The handle of this tray also serves as 
a handle for the chest, which is made 
of handsomely finished, season lum- 
ber. The “Little Wonder” chest has 
strong strap hinges and suit case bolts. 
It is lock-cornered. 

This tool kit contains 22 tools. It 
is of convenient size, measuring 17 
inches in length, 8 inches in width and 
6% inches in hight. The weight, 
filled with tools, is about 11 pounds. 

The company states that the “Little 
Wonder” tool kit makes a useful holi- 
day gift, selling at a moderate price. 
In shipping, the handle may be pushed 
down flush with the lid. 


“Anti-Glare” Light 
Shade 


Perkins & Co., Grand Rapids, 
Mich., are manufacturing’ the 
“Anti-Glare” light shade, which is 
intended to be attached either to 
the dash-hood or windshield of a 
motor car. The company claims 
that this device removes the in- 


convenience and danger to which a 
motorist is subjected when he is 
obliged to face the blinding glare 

















Three views showing use of the “Anti- 
Glare” light s 


thrown by the headlights of an ap- 
proaching motor car. 

The “Anti-Glare” light shade 
consists of an amber glass shade 
which is bound with a protecting 
metal sash. This glass shade is 
supported on a bracket, which may 
be attached either to the dash-hood 
or windshield of a motor car. In 
daylight the shade may be turned 
down, as shown in the accompany- 
ing illustration, in which position 
the shade is below the driver’s 
range of vision. At night or when 
driving in strong sunlight the shade 
is turned up and spring-locked into 
position. When the shade is up the 
driver may either look through it 
or past the end of it. The right- 
hand end of the shade reaches only 
to the center of the steering wheel, 
which necessitates only a slight 
movement of the driver’s head in 
order to look through it. 

These light shades are made in 
sizes suitable for both right and 
left-hand drive motor cars. The 
style made for left-hand drive cars 
consists of a strip of amber-colored 
glass 4 inches wide and 14 inches 
long. For a right-hand drive car 
a glass shade 24 inches long is 
recommended. 

The company states that these 
shades are attractive in appearance 
and simple in operation. 


“Genco” Hydrometer 
Syringe 


The General Scientific Equip- 
ment Company, 2718 West Lehigh 
avenue, Philadelphia, Pa., has re- 
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cently brought out the new “Genco” 
hydrometer syringe, which the com- 
pany claims will indicate the exact 
strength of a storage battery. The 
fact that the sulphuric acid solu- 
tion in a storage battery varies in 
density according to whether it is 
charged or discharged furnishes a 
reliable method for ascertaining the 
state of the charge. 

By inserting the pointed tube of 
the hydrometer syringe in the stor- 
age cell opening and withdrawing 
the fluid by means of the bulb, the 
specific gravity is indicated by the 
hydrometer in the cylinder. The 
“Genco” hydrometer syringe retails 
for $1.50. 


Freeman Grease Gun 


The Elmar Mfg. Company, Ala- 
meda, Cal., is marketing the Free- 
man self-filling grease gun, which 
may be filled with grease in 20 sec- 
onds. The company claims that 
this grease gun is exceptionally 
economical, and that it is also very 
easy to fill. Although the exterior 
of the Freeman grease gun is of 
conventional design, there is a long 
piston within it and this piston has 




















Freeman grease gun; upper part of 
cut shows gun in filling position 


a section cut away almost its entire 
length, as shown in the accompany- 
ing illustration. This piston is con- 
trolled by the handle on the outside. 
The nozzle and the nozzle cap are 
a unit, and the latter is hinged to 
the body of the gun. A small rod is 
attached to the nozzle cap, so that 
the latter may be locked and un- 
locked. When unlocked, the end of 
the cylinder is open and the piston 
may be pushed out by the handle. 
The piston is imbedded into the 
grease and turned around so that it 
may be filled, and it is then returned 
to position by the handle. The 
Freeman grease gun sells for $2. 


THE TITLE OF THE Cleveland Ma- 
chine Knife Company, Cleveland, 
Ohio, has been changed to the Cleve- 
land Knife & Forge Company. 
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“Genco” hydrometer syringe, made by General Scientific Equipment Com- 
pany 





December 3, 1914 
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Pumping 
Gasoline 


Is dangerous without 
proper equipment. 


Sell this Gasoline Pump 
to the auto owners in 
your city. 
It combines safety and 
efficiency. 


Write for our literature 
on Gasoline Storage 
Systems. 








Fig. 726 


The Deming Company 
SALEM, OHIO 


General Distributing Houses: 


CHICAGO: Henion & Hubbell 
PITTSBURGH: Harris Pump & Supply Co. 
NEW YORK: Raiph B. ter Co. 
BUFFALO: Root, Neal & Ce. 
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“NATIONAL” 
TELESCOPE PUMP 


Screwed in spark plug hole and the engine 
does the work. Fills the tire with PURE 
FRESH AIR ONLY. 

A stock of these National Telescope Pumps 
will mean quick sales and big profits. 

Best by actual test. You can prove this your- 
self. Price is low, and it will pay for itself in 
Saving tires. 

A display and a word or two will make cash 
register sing a joyful tune. Write today for 
particulars. Hundreds of hardware dealers are 
selling large quantities of them. 


Manufactured by 


The National Motor Supply Co. 
5618 Euclid Ave., Cleveland, O., U.S. A. 
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Some Auto 
Suggestions 


Se-Ment-Ol (Radiator Cement) 

Carbonox (Carbon Remover) 

Brass-Kote (Air Drying Enamel) 

Thermite (Anti-Freeze) 

Norwesco (Top Dressing) 

Never-Burn (Engine Enamel) 

Never-Rust (Rim Paint) 

Tire-Lac (Tire Paint) 

Gear-Silence (Quieting Lubricant) 

Norwesco (Valve Grinding Compound) 

Sil-Ver-Ol (Silver Plating Solution) 

KI-Ens-Ol (Liquid Soap) 

Dermalene (Mechanics’ Hand Soap) 

Norwesco (Ford and Small Car Paint- 
ing Outfit) 


The Northwestern Chemical Co. 
Marietta, Ohio 























Increasing Sales 


of “Bridgeport” “Searchlight” Gas 
Lanterns will convince you of their 
profits—a bicycle lamp without equal. 

Simple and easy to operate; no tools 
necessary. rows a clear, penetrat- 
ing light. Made of brass, heavily 
polished and nickel-plated. 

Ask your jobber about “Bridge- 
port” bicycle pumps also. 


Send for new booklet. 
Bridgeport Brass Company 


Ka» 
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140 Crescent Ave., Bridgeport, Conn. 
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Fort WILLIAM, ONTARIO.—The firm of Colville & Mc- 
Laughlin has been dissolved, Mr. McLaughlin continuing the 
business. 

OTTAWA, ONTARIO.—C. H. Blythe has opened a hardware 
store at 796 Bank street. 

PERTH, ONTARIO.—H. B. Nicholl has taken over the hard- 
ware business of G. W. Rogers. 

MELFORT, SASKATCHEWAN.—Crawford & Douglas, hardware 
dealers, have been succeeded by Millard Brothers. 

NOGALES, ArIzZ—J. W. Edwards, who carries a complete 
stock of hardware, has added a line of furniture, on which he 
requests catalogs. 

PENSACOLA, Fia.—The Wilson-Biggs Company, which has 
been engaged in the sporting goods business for some years, 
has moved to its new location at 22 South Palafox street. 
The firm has installed new fixtures, and many improvements 
have been made in its building. 

FILLER, IDAHO.—The Snyder Hardware Company has re- 
cently established itself here, rs a stock consisting of 
baseball goods, bicycles, builders’ hardware, churns, crockery 
and glassware, dairy supplies, dog collars and electrical 
household specialties. 

Homer, Itt.—Ira Duncan has traded his store here to John 
G. Eberle, who, with his son, will conduct the business, and 
handle the following: Bathroom fixtures, buggy whips, build- 
ers’ hardware, churns, cutlery, fishing tackle, furnaces, sport- 
ing goods, pumps, mechanics’ tools, paints, oils, varnishes and 
glass, refrigerators and washing machines. 

Matta, Itu.—The Stone & Brown Company has dissolved 
partnership, C. A. Stone retiring. ‘The business will be con- 
tinued under the firm name of Brown & Pease. General hard- 
ware, stoves, implements and lumber will be handled. 

ToLuca, Inu.—The hardware stock of S. B. McCall has 
been transferred to Anderson & Steele. | 

INDIANAPOLIS, IND.—The Charles C. Carr Company, owner 
of a sporting goods store, has moved to 146 N. Pennsylvania 
street, and has increased his stock by the addition of cameras 
and golf supplies. Catalogs requested on fishing tackle. 

LizTon, INp.—Thos. Farrow has purchased the implement 
business of Brumfield & Farrow. 

DayTON, 14.—Franz, Hawkinson & Littzen are the new 
owners of the implement business formerly managed by Carl 
T. Jacobson. 

Dows, Ia.—The business formerly conducted by A. Banwell 
has been taken over by S. A. Ferguson. . 

CARLTON, Kan.—C. Hall & Son is the title of a new firm 
which recently started business here to deal in automobile ac- 
cessories, baseball goods, bathroom fixtures, belting and pack- 
ing, buggy whips, building paper, churns, cream separators, 
cutlery, fishing tackle, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, harness, heating 
stoves, heavy farm implements, iron beds, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, plumbing de- 
partment, pumps, ranges and cook stoves, sewing machines, 
shelf hardware, silverware, sporting goods, tin shop, wagons 
and buggies, washing machines. Catalogs requested on auto- 
mobile accessories, furniture, paint and plumbing supplies. 

FREDONIA, KAaN.—Shearer & Crum are in possession of the 
hardware stock formerly owned by J. W. Paulen. 

OSBORNE, Kan.—The interest of L. E. Woodward in the 
hardware concern of Woodward & Leaver has been acquired 
by Joseph Mason. The new firm name is Leaver & Mason. 

Osweco, Kan.—J. S. Collins, of Fort Collins, Col., has pur- 
chased a half interest in the Slane hardware store. The busi- 
ness will hereafter be known as the Slane-Collins Hardware 
Com pany. 

TOPEKA, KaAN.—H. F. Hopp has taken over the Cook Hard- 
ware Company and will carry on the business under the firm 
name of the Hopp Hardware Company. 

Wameco, Kan.—Under the name of the Cash Furniture & 
Hardware Store, P. W. Boyles has opened the store which he 
has recently bought from A. Vilven. Included in the stock 
are the following items, on which catalogs are requested: 
Bicycles, bugey nee. builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, as collars, fishing tackle, furniture department, gal- 
vanized and tin sheets, hammocks and tents, heating stoves, 

eavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, iubricating oils, 
mechanics’ tools, paints, oils and varnishes, poultry supplies, 
prepared roofing, ranges and cook stoves, sewing machines, 
shelf hardware, silverware, sporting goods, washing machines. 

WILTon, Maine.—Frederick Wilkins has disposed of his 
stock of hardware to the Wilton Hardware Company, which 
has already taken possession. Crockery and glassware were 
lately added to the regular stock. 

BreprorD, Micu.—F. H. Nye, for many years engaged in the 
hardware business, has disposed of his stock consisting of 
buggy whips, cream separators, cutlery, pumps, wagons and 
buggies, etc., to Steve & Bowen. The new owners are now in 
charge. 

EvLsigx, Micu.—C. A. Middleton has succeeded George Dun- 
can. He will carry a stock of general hardware. 

Forest Hitt, Micu.—The implement and hardware busi- 
ness heretofore carried on by M. L. Perrigo has been trans- 
ferred to Mills & Hayes. 

HOLLAND, Micu.—B. Van Raalte has discontinued his im- 
plement business, which was established over forty years ago. 

LOWELL, Micu.—An interest in the Scott Hardware Com- 
pany has been bought by M. W. Gee, who was formerly en- 

awd in the hardware business at Lakeview and Benton 

arbor. 

NEGAUNEE, Micu.—The business of Benjamin Neely, Sr., 
which has been established since 1867, has been acquired by 
J. A. Wasmuth, who has formed a partnership with his sons 
under the name of John A. Wasmuth & Sons. The concern 
will deal in cutlery, fishing tackle, mechanics’ tools, washing 
machines, refrigerators, etc. Catalogs requested on hard- 
ware and plumbing supplies. 

NortH Cuester, Micn.—The Minor Lawton hardware store 
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at Conklin, Mich., has been taken over by Andrew and Will- 
iam Stauffer, who will continue the business. 


St. Ciair, Micu.—John Mau, who has a building in the 
course of erection, will, upon its completion, open for busi- 
ness, Carrying a complete line of implements. 


SANDUSKY, Micu.—The Hub hardware stock has been sold 
to N. A. Babcock & Son. The new owners will take posses- 
sion as soon as the inventory is completed. 


BARRETT, MINN.—An implement business has been started 
by Erie and K. E. Sletten, who will operate under the name of 
the Barrett Implement Company. Catalogs requested. 


VIRGINIA, MINN.—A branch store has been opened here by 
the Finnish Hardware Company. 


TRENTON, Mo.—The Brefold«Hardware Company has’ been 
dissolved. é 


BEATRICE, NEB.—The Nispel-Kinman implement store has 
changed hands. D. O. Rains & Co. are the new purchasers. 


LINCOLN, Nes.—Short Brothers, established in business at 
2033 O street, are contemplating the removal of their store to 
Wichita, Kan. 


SuMMIT, N. J.—The stock of hardware, housefurnishings, 

rden tools, seeds, paints, oils, etc., of Butler & Crosby has 

een acquired by L. J. Crosby, who will continue the business 
under his own name. 


CATSKILL, N. Y.—The Catskill Hardware Company has ar- 
ranged for the erection of a brick building measuring 23 by 
110 feet. This building will have three stories and a base- 
ment. It is to be completed during the latter part of Janu- 
ary, and it will house a stock consisting of the following: 
Automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, builders’ hardware, building paper, chil- 
dren’s vehicles, churns, cream separators crockery and glass- 
ware, cutlery, dairy supplies, dog collars, electrical household 
specialties, furnaces, galvanized and tin sheéts, gasoline en- 
gines, hammocks and tents, heating stoves, heavy farm imple- 
ments, heavy hardware, kitchen cabinets, kitchen housefur- 
nishings, linoleum, lubricating oils, mechanics’ tools, paints 
oils, varnishes and glass, plumbing department, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewin 
machines, shelf hardware, sporting goods, tin shop, toys an 
games, washing machines. Catalogs requested, 


FREEPORT, N. Y.—Frank E. Sprague has sold his hardware 
business, located at 91 South Main street, to Claude , 
Brotheridge. Mr. Sprague formerly carried an extensive line 
of hardware and marine hardware. 


NEw YorK, N. Y.—The Federal Hardware Company, 1556 
Vyse avenue, has been recently incorporated for $5,000. 


New York, N. Y.—The H. L. Breslau Company, 601 West 
149th street, has been incorporated. The company will deal 
in hardware. 

SMYRNA, N. Y.—G. N. Willcox and Charles Doll have en- 
gaged in business under the title of Doll & Willcox. Among 
the lines handled will be automobile accessories, bathroom 
fixtures, builders’ hardware, building paper, cutlery, dairy 
supplies, furnaces, galvanized and tin sheets, gasoline engines, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, tin shop, washing 
machines, on which the firm requests catalogs. 


COLGAN, N. D.—P. C. Knoph and L. A. O. Knoph, under the 
firm name of the Knoph ercantile Company, have opened 
a general hardware store, and carry the following 
articles: Automobile accessories,, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper 
children’s vehicles, churns, cream separators, crockery and 

lassware, cutlery, dairy supplies, dog collars, electrical 

ousehold specialties, fishing tackle, galvanized and tin 
sheets, hammocks and tents, harness, heating stoves, heavy 
hardware, iron beds, kitchen housefurnishings, linoleum, 
lubricating oils, mechanics’ tcols, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, pumps, ranges and 
cook stoves, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, washing machines. 


Dovuc.Las, N. D.—J. J. Vick and I. 8S. Melvold have started 
a hardware store, to be known as Vick & Melvold. Hardware, 
automobile accessories, pumps, plumbing department, etc., 
will comprise its stock. Catalogs requested- on hardware, 
harness and furniture. 


HAMBERG, N. D.—The Hamberg Hardware & Implement 
Co. is erecting a building, to be ready for occupancy about 
December 10. The stock, consisting of hardware and imple- 
ments, will be enlarged. 

MANNING, N. D.—The Price Mercantile Company will close 
out its implement business here. 

CLEVELAND, On10.—The Wilke Hardware Company, suc- 
cessor to J. D. McDonald & Co., dealing in stoves, household 
supplies, paints and garden tools, has opened a five and ten 
cent department in addition to its regular line. 

MOUNTAIN VIEW, OKLA.—The new building of the Parnel] 
Hardware Company, which is of modern construction, and 
thoroughly up to date, is finished, and is stocked with a com- 
plete line of hardware, sporting goods, automobile accessories. 
wagons, buggies, etc. Catalogs requested on automobile lubri- 
cating oil. 

LATROBE, Pa.—A change has been effected in the Gilligan 
Hardware & Supply Company, Thomas A. Bridge becoming 
the new proprietor. The stock includes such items as: 
Builders’ ardware, children’s vehicles, cutlery, electrical 
household specialties, heating stoves, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, ranges and 
cook stoves and washing machine, upon which catalogs are 
requested. 

WENTWORTH, S. D.—Charles W. Hanneman has purchased 
an interest in the Bryon Farrell Implement business. The 
firm name will now be Farrell & Hanneman. 

PESHTIGO, Wis.—John Quirt, established in this location 
for many years, has built an addition to the rear of his store, 
for use as a workshop and warehouse, and he requests cata- 
logs on hardware and implements. 





















THAT MORE AND MORE 
HARDWARE DEALERS 
ARE PUTTING IN 


DOWMAN 


Quality 
Cut Glass 


and steadily increasing their 
sales is a good indication that 
cut glass is finding its niche in 
its proper field. 








Heretofore, women have gone to 
the high-priced jewelers and have 
paid them their usual large percentage 
of profit due to their large overhead 
expense. Gradually, the women are 
beginning to appreciate the proper 
function of the hardware store. 








In stocking Bowman Cut Glass 
you get a selection of the better 
American and European designs. 
Each piece carefully made by a 
specialist. Our own representative 
personally supervises the designing 
in several Bohemian factories. 


A few window and show case dis- 
plays, or a newspaper ad or two, will 
show the women in your neighbor- 
hood the way to the right store. 








We are glad to help you get started. 
| Send for our catalogue today and our 
i proposition. A card will do. 


The Geo. H. Bowman Co. 


Sole Importer of **Swissalu'’ Aluminum Ware 


CLEVELAND, O. 
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This advertisement is appearing in all of the best trapping publications. 
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